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HOW LONDON VIEWS 
VISIT OF AMERICAN 
COMPANY ENVOYS 


Must Spend Much in Advertising and 
on Organization to Do Direct 
Business 





BEST CHANCE IS RE-INSURANCE 


Some Interesting Facts About British 





Re-Insurance Companies With 
Figures to Date 
(Special Correspondence to The East- 


ern Underwriter) 

London, May 5.—The announcement 
of the visit of two prominent American 
fire insurance men on behalf of a group 
of powerful offices with a view to open- 
ing in Great Britain has aroused con- 
siderable interest in London. It is per- 


haps a matter of some astonishment 


that the 


hitherto 


American offices have not 


established themselves. in 
Great Britain in larger numbers. At 
the present time out of the group of 
nineteen American fire companies men- 
tioned only two of them are working in 
this country through the medium of re- 
insurance agents. During the war there 
has been an immense opportunity for 
business of this character of which the 
Scandinavian companies have availed 
themselves to the utmost, a consider- 
able number having opened branches 
in Great Britain for reinsurance pur- 
poses. Their experience has_ been 
very favorable as they have secured 
considerable premium incomes due 
both to the cutting off of the German 
and Austrian reinsurance companies 
and the large inflation of values which 
made it necessary for the British of- 
fices to seek assistance in covering 
risks. 

Direct Business or Reinsurance? 

Doubtless the chief point to which 
the investigators will give their atten- 
tion will be to the lines on which the 
companies should work, that is whether 
they should endeavor to secure insur- 
ance direct from the public or accept 
reinsurance business only. General 
Opinion seems to be that unless they 


(Continued on page 18) 





Organized 1853 Cash Capital $6,000,000 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


Sixty-six Year Record for Fair Dealing and 
Prompt Adjustment and Payment of Losses 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, 
Hail, Marine (Inland 
Registered Mail, 


motion, 


Commissions, Explosion, 
and Ocean), Parcel Post, Profits, 
Rents, Rental Value, Riot and Civil Com- 
Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 











Security 
Resources ample for 


North British 


and Mercantile 
Insurance Co. 


ESTABLISHED 1809 


all obligations. 


Service 
Expert advice on in- 
surance problems. 
CECIL F. SHALLCROSS, 
Manager 
UNITED STATES BRANCH 
76 William St., 


NEW YORK CITY 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 
Explosion and kindred lines 
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1867 The 1919 
EQUITABLE LIFE of IOWA 


Announces 
New Policy Forms 
Incorporating: 
INCREASED TOTAL DISABILITY BENEFITS 
DOUBLE INDEMNITY BENEFITS 
and 
OTHER INCREASED BENEFITS AND 
PRIVILEGES 
Low Net Cost and Best Service to Policyholders 
For Agency Connections Address 


HOME OFFICE DES MOINES 





| MILLION INSURANCE 
NOW BEING COVERED 
UPON MOVIE STAR 








Selznick Pictures Corporation Takes 
That Amount Upon Life of 
Eugene O’Brien 
H. B. ROSEN AGENT IN CASE 
Companies Writing Their Limits; 


New Field of Prospects Opens 
for Agents 





Insurance policies aggregating $1,000,- 
000 are being issued on the life of Bu- 


gene O’Brien, one of the most popular 


of the moving picture stars. The con- 


tracts are ordinary life; the beneficiary 
Selznick Pictures 
which stars Mr. O'Brien; 
the transaction is H. B. 
New York Life. 

Mr. Rosen 
companies are writing limit on 
Mr. O'Brien's life; that have 
already issued policies for $100,000 each. 

The Insurance Angle 

The placing of this insurance 
interest from many angles, 
change 
It would 
have been impossible to have placed 
$1,000,000 on an actor for the moving 
pictures some years ago, but the condi- 


is the Corporation, 


the agent in 
Rosen, of the 
week that the 
their 
several 


said this 


is of 
considerable 
but of most importance is the 


in front towards movie stars. 


tions in that industry have changed to 
such an extent that it is now one of 
the leading industries in the country; 
are many millions invested, and 
the stars themselves are such important 
assets that the leaders in the business 
have been quick to see the importance 
of protecting their contracts through 
business insurance. 

Then, too, with the great increase in 
salaries paid to the movie stars there 
has been an improvement in the type 
of person starred. After investigating 
the private lives of the movie stars the 
companies have satisfied themselves 
that they are good risks, and thus an 
entirely new field has been opened for 
the enterprising life insurance agent. 

Mr. O'’Brien’s Theatrical Career 

Mr. O'Brien is a clean-cut young man 
who has made a great success on both 
the spoken stage and the film. He 
began as a member of a musical comedy 
company under the management of 
Charles Frohman, winning recognition 


there 
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from the time of his debut. Shortly 
thereafter he contracted to appear with 
Elsie Janis, after which he was seen in 
support of Ethel Barrymore, Margaret 
Illington, Ann Murdock, Kyrle Bellew 
and Fritzi Scheff. His first screen work 
was in “Just Out of College.’ Later 
he appeared in “The Scarlet Woman,” 
“The Moonstone,” “Rebecca of Sunny- 
brook Farm” and other attractions. 

Mr. O’Brien’s first screen appearance 
under the Selznick management was 
with Norma Talmadge. Recently, Mr. 
Selznick had decided to make him his 
principal male star, and at an almost 
unbelievable salary he is appearing in 
pictures that are seen in all parts of the 
world. 

Mr. Rosen said that there was not 
the slightest difficulty in persuading 





EUGENE O’BRIEN 


life insurance companies to write their 
limit on Mr. O’Brien. He added that 
millions of dollars of insurance will be 
written on film stars and film producers. 
He has already insured a number of 
these producers, and an announcement 
of some of the stars he has insured will 
be published in a later issue of The 
Eastern Underwriter. 


GROUP OF 2,400 MEN 





Travelers Insures Viscose Company of 
Philadelphia; Names of Some 
Other Recent Risks 





Among large group risks recently 
closed by the Travelers are the Viscose 
Company of Philadelphia on approxi- 
mately 2,400 men, for a total value of 
$1,700,000; the Freihofer Baking Com- 
pany with plants at Albany, Troy, 
Schenectady, Philadelphia, Atlantic City 
and Wilmington on approximately 1,200 
men, for a total of $1,800,000: and the 
McGraw Tire & Rubber Company on 
850 men, for $1,000,000. 


NOW PASTON & VANDERPOEL 

Charles Paston announces that on 
and after May 1, 1919, he will have 
associated with him as General Agent 
of The Travelers Insurance Company, 
life-and accident departments, W. I. 
Vanderpoel. 

The Charles Paston Agency will 
thereafter be known as the Paston & 
Vanderpoel Agency, with offices at 151 
Montague street, Brooklyn, N. Y. 

Mr. Vanderpoel has been identified 
with The Travelers for the past six 
years and is well known in insurance 
circles. 





Walter C. Faxon, of the Aetna Life, 
who has been ill, is again able to spend 
some time at the office. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Contracts address 


0. S. CARLTON 


PRESIDENT 




















Another H. B. Rosen Achievement 


Single-Handed Gets More Subscriptions for Victory Loan Than All 
Agents of Company in This City—His Contest With Park Row 


When the Victory Loan Campaign 
began the New York Life Insurance 
Company held a meeting of agents 
which was addressed by officers of the 
Company and at which H. B. Rosen, the 
leading producer of life insurance, chal- 
lenged all the agents of the Company 
about 850—to a contest by the pro- 
visions of which he had to obtain more 
subscriptions than the rest of the agents 
combined in order to win. At the time 
Vice-President Thomas A. Buckner de- 
clared that it was an impossible task 


for most men, but being acquainted 
with Mr. Rosen’s achievements in the 
past he did not doubt that the latter 
would give the other agents a rattling 
good race. 
Won Easily 

Mr. Rosen won hands down. The 
total collected subscriptions of New 
York Life agents amounted to $4,500,- 
000, of which Mr. Rosen obtained $3,- 
500,000. It was a remarkable achieve- 
ment, and adds another record to the 
many he has made. 

During the last Liberty Loan Drive 
Mr. Rosen worked for the New York 





' The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of The State of New York 





New Insurance Paid For in 1918........ 
Total Insurance in force, January 1, 1919... . 179,410,731.00 © 
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Surplus’ assigned and unassigned............ 


New issues in 1919 being paid for at the rate of 
over $33,000,000.00 annually. 


..+» $24,657,927.00 


56,111,806.00 
4,999,205.00 








For information concerning a direct agency connection, address 


T. LOUIS HANSEN 


Vice-President and Agency Manager, 


50 Union Square, New York City 

















Police Department, made innumerable 
speeches, kept going most of the day 
and night, and often slept at police 
headquarters. During the Victory cam- 
paign he turned in his subscriptions to 
the New York Life and worked just as 
hard. On Saturday morning, the last 
day of the Drive, he turned in subscrip- 
tions of $2,300,000, and then at four 
o’clock on Saturday afternoon he signed 
up Edward S. Rothschild for $1.000,000. 
His subscriptions ran all the way from 
$50 to $1,000,000. 

As soon as the Victory Drive was fin- 
ished Mr. Rosen turned his attention 
to the other contest in which he is 
engaged. He had challenged the mem- 
bers of the Park Row Branch of the 
New York Life to a contest, not on 
amount of business but on number of 
applications. In order to win he will 
probably have to insure about nine hun- 
dred individual lives. 

A reporter for The Eastern Under- 
writer asked Mr. Rosen if he thought he 
could win this contest in view of the 
time he had given to the Loan cam- 
paign. 

“They will have to go some to beat 
me,” was his answer, and he showed 
the reporter a ‘bundle of applications 
which he had had signed during the 
preceding forty-eight hours. There 
were about forty in all, and ran all the 
way from $1,000 to $200,000. One re- 
markable fact was that half a dozen of 
the applications had the amounts left 
blank. 

Company Officials Sign Dotted Line 

“They told me to fill them in,” said 
Mr. Rosen. “They trust my judgment, 
as to the size of the policy. Some of 
these fellows should carry $50,000 or 
$100,000, and I’ll see that they get the 
proper amount of insurance.” 

Soon after it was published in The 
Eastern Underwriter that Mr. Rosen 
had challenged tthe Park Row Branch’s 
agents he received letters from thirty 
company executives and agency man- 
agers of various companies, asking him 
to send them applications as_ they 
wanted to give him a boost by taking 
out a policy. 

“It’s the old story,” said Mr. Rosen 
“The average person wants to do busi- 
ness with a successful man, and up to 
date not a person of whom I have asked 
for insurance in this contest has turned 
me down.” 

Mr. Rosen wrote $4,000,000 in April. 
He has gone like a house afire in May, 
and there is no doubt that he will end 
up the year 1919 by breaking another 
record—if he keeps his health. 


PRAISE FROM R. C. RATHBONE 

Robert C. Rathbone, director of the 
American Red Cross Insurance Bureau, 
Washington, has written a letter to 
Henry Moir, one of the actuaries who 
served as a member of the American 
Red Cross Insurance Council, reading 
as follows: 

“Everyone down here who is fami- 
liar with the insurance matters recog- 
nizes the valuable assistance rendered 
by our Insurance Advisory Committee, 
particularly in the formative period of 
the work, and also the fine support 
that has been given by the insurance 
companies in all branches of the work. 
You have been of material assistance 
in this very worthy cause.” 





SUBSCRIBE FOR $6,000,000 


The Aetna Life and affiliated compa- 
nies subscribed $6,000,000, one-half of 
Hartford’s quota on May 5bth. It is 
therefore the high Victory Loan Ace 
in Hartford. Closely following comes 
the Travelers with $4,000,000 to its 
credit. Needless to say Hartford has 
more than doubled its quota, the insur- 
ance companies all subscribing large 
amounts to the worthy cause. 





Sindler, Benjamin & Sindler of Balti- 
more, have been appointed district ag- 
ents for the Chicago Bonding in Balti- 
more under the general agency of J. 
Ramsay Barry & Co. 
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Additional Options 
of Union Central 


LIFE RATE ENDOWMENT POLICY 





On Reaching Maturity Contract May 
Be Continued as Paid-Up With 
Annual Profits Participation 





The Union Central Life is extending 
to life rate endowment policies addi- 
tional options. They follow: 

1. Continued as Paid-Up Life Policy. 
—Any Life Rate Endowment policy 
reaching maturity (but not at the sur- 
render option date if prior), may be 


continued in force as a paid-up life 
policy as of the original date and 
amount, with annual participation in 


profits, subject to satisfactory evidence 
of insurability and to the following 
conditions: 

(a) Paid-Out Policies--The entire 
surplus (being the difference between 
the total accumulations and the Actu- 
ary’s 4 per cent. reserve, if the policy 
was issued hefore January 1, 1902, or 
the American 3% per cent. reserve, if 
the policy was issued after January 1, 
1902), may be taken in cash or applied 


in accordance with the options con- 
tained in the policy. 
(b) Premium-Paying Policies. — The 


Actuary’s 4 per cent. reserve, if the 
policy was issued before January ® 


1902, or the American 3% per cent. re- 
serve, if the policy was issued after 
January 1, 1902, for a paid-up policy of 
the same amount and date will be de- 
ducted from the total accumulations 
and applied to continue the policy as 
paid-up insurance, and the balance of 
accumulations may be taken in cash 
or applied in accordance with the op- 
tions contained in the policy. 

Paid-Up Insurance 

2. Paid-up Insurance at Option Date. 
—At the surrender option date under 
Life Rate Endowment Option policies, 
the amount payable may be applied to 
the purchase of a paid-up life policy at 
the attained age of the insured, sub- 
ject to satisfactory evidence of insur- 
ability. The policy gives this option 
only at maturity as an endowment. 

8. Rate for Paid-Up Insurance.—Cer- 
tain Life Rate Endowment policy forms 
contain a table of special single prem- 
ium rates for paid-up insurance pur- 
chased by the maturity value at the 
attained age. Later forms do not con- 
tain such table, and any paid-up insur- 


ance issued thereunder has_ been 
granted at current single premium 
rates. Hereafter such paid-up insur- 


ance granted under Life Rate Endow- 
ment policies written on the 4 per cent. 
reserve basis (issued prior to January 
1, 1902), either at maturity or at the 
surrender option date, will be based on 
such special rates, whether or not the 
policy contains the table of rates. Such 
special rates are not applicable to poli- 
cies on the 3% per cent. reserve basis 
(issued after January 1, 1902). 


CILLIS SYNDICATE BID 








Only One Received at Custodian’s Auc- 
tion of Minority Shares of 
Guardian Life 





A syndicate formed by Hubert Cillis, 
president of the Guardian Life, made 
the only bid for minority stock of the 
Guardian at the auction on May 8th 
held by the Alien Property Custodian. 

The Guardian was organized in 1860 
under the laws of the State of New 
York, and all of its stock, 4,000 shares, 
was sold to American citizens. Hugo 
Wesendonck, founder of the Company, 
placed all of his stock in the United 
States, but, subsequently, some of the 
Company’s other stockholders returned 
to Europe taking a minority of the 
stock with them. It was the stock held 
in Europe which was put up at auction. 


Travelers Insurance Co. Announces 
Its Rates for Aviators’ Insurance 


The Travelers has announced its rates 
for life insurance aviation risks. Poli- 
cies will be written on the one-year non- 
renewable term plan (disability and 
conversion benefits not written.) The 
limit of insurance is $5,000. 

The rates for this insurance are the 
nominal one year term rates plus extra 
premiums as follows: 

For owner employing pilot—$50 per 
$1,000 per annum. 

For owner not employing pilot—$90 
per $1,000 per annum. 

For licensed or qualified pilot—$90 
per $1,000 per annum. 

The Company will require in each 
instance the applicant’s past record as 
to aviation together with a statement 
as to present position and possibilities 
as to the future; type of plane or planes 
used and the purposes thereof. The 
issuance of insurance is subject to the 
usual examination required for Life 
insurance, and the signature to the 
usual application for insurance. 

While the contract is not renewable, 
at the end of one year new insurance 
may be applied for and a new policy 
issued upon the above conditions. 

Risks differing as to hazard from 
those above outlined are subject to 
special quotation of extra premium by 
the Company. 

Accident Insurance for Owners and 

Pilots 

The Company will consider the issu- 
ance of Accident insurance at regular 
rates and extend the policy to cover 
aviation accidents for an extra premium. 
The policy will provide death, dismem- 
berment and loss of sight benefits, also 


indemnity for total and partial disa- 
bility. There will be no disability 
limit—that is—indemnity will be paid 
so long as insured is wholly disabled. 

The extra rate for owner piloting his 
own machine who holds certificate, 
license or commission as a qualified 
pilot or who can produce evidence that 
he has piloted an aircraft for a total 
period of not less than forty hours 
actually in the air will be $150 for each 
$1,000 principal sum, and $5 weekly 
indemnity; the extra rate for owner 
who does no piloting but who employs 
a pilot who is qualified under the above 
conditions will be $80 for each $1,000 
principal sum, and $5 weekly indemnity. 
The rate for a qualified pilot is the 
same as for the owner piloting his own 
machine. } 

The permit given will exclude racing, 
speed or altitude tests, public exhibi- 
tion flights, aerial acrobacy, trick and 
stunt flying or flying of machines for 
any purpose contrary to law or for pur- 
poses of testing or instruction. The 
permit will cover only flying in the 
United States and Canada and not ex- 
ceeding ten miles at sea from the coast 
line of either country. 


CAPTAIN BALDWIN BACK 

Captain Harold G. Baldwin, formerly 
general agent of the State Mutual in 
Hartford, arrived in his old home town 
receltly after a two years’ absence 
in France, Italy and Germany, where 
he has been attached to the Rainbow 
Division. A few friends gave him an 
informal dinner at the City Club in 
Hartford on Friday night. 














FORREST F. DRYDEN 
President 
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Central Life of Iowa 
To Be Mutualized 


OFFICIALS 
Stockholders Will Get Surplus Earn- 
ings From Non-Participating 
Insurance for 22 Years 


PUBLIC APPROVE 


Des Moines, Ia., May 13.—Stockhold- 
ers in the Central Life of Des Moines 
have surrendered their stock in the 
corporation which is to be mutualized. 
The action has been approved by the 
iovernor, Attorney General and Insur- 
ance Commissioner. 

It is authoritatively stated that the 
stockholders will get the surplus earn- 
ings from non-participating insurance 
for the next twenty-two years. 

Participating Policies 

All future business will be on partici- 
pating plans. The present officers and 
directors are to remain in office until 
the next election at which time direc- 
tors will be elected by policyholders. 

; It is reported that the losses due to 
influenza were heavy during the first 
months of this year which caused the 
move for mutualization. 

; The Central Life was incorporated 
in 1896, and became a stock company 
in 1902. The profits of the stockholders 
have been limited to 12 per cent. per 
annum on the capital stock. 

From 1909 until 1911 the Company 
wrote accident as well as life, but 
since 1911 has written life insurance 
only. The Company has about $70,000,- 


000 business in force, and assets of 
about $7,000,000. George B. Peak is 
president. 


LEE B. MOSHER RESIGNS 
District of Columbia Insurance Super- 
intendent Quits To Go With Casualty 
Company in Washington 
Baltimore, May 12.—Lee B. Mosher, 
superintendent of insurance for the 
District of Columbia since November, 
1917, has resigned to become manager 
for the District of Columbia office of 
the United States Fidelity & Guaranty. 
Commissioner W. Gwynn Gardner, who 
has supervision of the insurance de- 
partment, said that a successor to Mr. 
Mosher had not been selected. 
The officers and executive commit- 
tees of both the District of Columbia 
Life Underwriters’ Association and the 


Fire & Casualty Association met at 
luncheon last week at the Cosmos 
Club where it was decided to have a 


committee to wait on Mr. Gardner re- 
questing him to consider an appoint- 
ment congenial to the insurance fra- 
ternity. 

The name of William Hall, formerly 
Deputy Commissioner under Mr. Nesbit 
and recently connected with the War 
Risk Bureau, was mentioned at this 
meeting and it was met with generous 
approval for the selection. 

Mr. Mosher in his letter to the Com- 
missioners, said: “I take this oppor- 
tunity to express to you my deep 
sense of appreciation of the confidence 
placed in me by your board, as indi- 
cated by my appointment. At the same 
time I desire to thank you for your 
support in the administration of this 
office. 

“My work as superintendent of insur- 
ance has been exceedingly pleasant, 
and it is with much regret that I sever 
my connection with the District gov- 
ernment. The financial benefits of- 
fered are so much greater than my 
salary as superintendent of insurance 
that I feel [ am obliged to make the 
change in justice to myself.” 





WILL LEVY ASSESSMENT 
The Catholic Mutual Benefit Asso- 
ciation, Hornell, N. Y., will levy a 
heavy assessment to offset excessive 
mortality resulting from the epidemic. 
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War Risk Bureau 
Conference in Boston 





ACTUARY MACFARLANE’S VIEWS 


American Tax-Payers Will Have to 
Pay Deficit Caused By Insufficient 
Premiums 


A war department conference in 
Boston on Friday and Saturday of last 
week, attended by insurance officers 
from the camps and posts in the North- 
eastern Department, was held by the 
Bureau of War Risk Insurance. Wil- 
liam Macfarlane, actuary of the Bu- 
reau, in discussing government insur- 
ance of soldiers and sailors, said in 
part: 

“This insurance could not have been 
offered by the regular life insurance 
companies at the premiums charged, 
nor could the companies have afforded 
to underwrite such a large hazard. 
Why? 

“First. Because the Government paid 
all the expenses of running the busi- 
ness and the expenses incident to put- 
ting the insurance on the books. 

“Second. Because the Government 
stood ready to bear the extra costs of 
mortality experienced, and the extra 
costs for the disability benefits—and 
this has been no small amount. 
Premiums Pay '4th of Mortality Costs 

“The premiums which have been 
paid by the men in service were only 
sufficient to pay about one-fourth of 
the mortality costs. In other words, 
if the Government had said it would 
pay the cost of administration and the 
men in service will pay all other costs, 
you and your comrades would have had 
to pay premiums at least four times as 
great as those you were asked to pay. 
A man of the average age would have 
had to pay a premium for this Term 
Insurance even greater than the prem- 
ium we are going to ask him to pay 
for the Converted Insurance which is 
to be issued in the place of the war 
time insurance. 

Claims of $900,000,000 

“The Bureau has almost completed 
the awarding of its insurance claims, 
and when this operation is finally com- 
pleted the amount of insurance repre- 
sented by these claims will be about 
$900,000,000. 

“In view of the fact that the men in 
service did not pay a sufficient prem- 
ium for the risk covered, the American 
tax-payer will have to contribute dur- 
ing the next 20 years through taxation, 
moneys to make up this deficit. And it 
is fitting that they do so as part recog- 
nition of the services rendered to our 
Country by our Honored Dead, and 
without doubt no one will be unwilling 
to contribute his share. 

“What I wish to impress upon you is 
the fact that the men in service, al- 
though they took out such a tremen- 
dous volume of insurance, did not pay 
a sufficiently large premium to cover 
the risks, and the tax-payers will have 
to come to the rescue. So keep this 
in mind when you are comparing the 
premium on the war time insurance 
and the premium on the Converted In- 
surance, which should pay for its own 
mortality costs. 

“Out of all your endeavors you have 
created a huge insurance unit, so large 
indeed that it is in fact the largest in- 
surance unit in volume of business 
ever built up in the history of the 
world. It is an insurance unit which 
issued in less than a year and a half 
more insurance than the total amount 
of insurance in force of all American 
Insurance Companies, including regu- 
lar insurance companies, Industrial 
Companies and Fraternal and Assess- 
ment Associations. 


Insurance Must Stick 
“Is this insurance unit to go by the 


board when the war is over? Decided- 
ly «no. 

“It is your privilege, gentlemen, to 
so guide the judgment of the men in 
the Service, and the men leaving the 
Service, that this insurance will be 
perpetuated not for a day or a few 
months, but for many years. It is 
your privilege to so guide the inclina- 
tions of the men that the homes of 
this country will be protected here- 
after just as much as they have been 
protected during the war. Colonel 
Arthur Woods, Special Assistant to 
the Secretary of War, has stated that 
in his opinion “There is no greater 
boon to our modern civilization than 
life’ insurance,” and you gentlemen 
are one of the instruments through 
which it is hoped that this life insur- 
ance protection will be continued and 
be the benefit to your comrades in 
arms that the Government intended 
when it passed the Act. 


Need For This Life Insurance Still 
Exists 


“Do not be misguided by the thought 
that because active warfare has ceased 
that the need for life insurance has 
gone. This is not so. Ask any life in- 
surance agent and you will find that 
the life insurance companies are doing 
a greater life insurance business than 
ever before in their history. The effect 
of the huge educational campaign for 
War Risk Insurance which you men 
have launched in the last year and a 
half, and the results of the influenza 
epidemic, have created an appetite in 
this country for life insurance. And it 
is a healthy appetite—an appetite 
which should be satisfied. The av- 
erage policy in the regular life insur- 
ance companies was a few years ago 
about $2,200, but within the last few 
months this average has been increased 
perceptibly. You men have been ac- 
customed to talk $10,000 of insurance, 
and justly so. The effect of your talk 
has been felt throughout the whole 
country, and it is hoped that you will 
not let up but will continue to talk 
$10,000 insurance. The average amount 
on the application for Converted Insur- 
ance received by the Bureau so far is 
about $5,000. We should attempt, I 
think, to raise now and for all time, 
the economic value of a human life, 
and attempt to have the men measure 
their insurance value by the standards 
of today rather than by the yard-stick 
of yesterday. 

Purchasing Power of Dollar 


“Do not forget that the purchasing 
nower of a dollar has decreased, with 
the increased cost of living, and that 
the men need a greater protection 
when expressed in dollars and cents 
than they did or would have needed 
some years ago. This attempt to in- 
crease insurance protection is an ap- 
peal not to your imagination but to 
your sound sense. It is an appeal to 
you to realize the value of yourself to 
yourself and your dependents. If you 
cannot afford to die you cannot afford 
to live. Life Insurance is an anchor 
to windward in time of storm and 
stress, and you cannot allow yourself 
to be without it or neglect it. Do not 
think because the war is over, or soon 
to be over, that the men do not need 
insurance. Look at our casualties, 
what are the facts? Of the men in the 
United States Army who died in the 
service only 43 per cent. of them met 
death by the shot and shell on the 
battle fronts in France, in Flanders 
and Siberia, while 32 per cent. of them 
never left the homeland of the United 
States but died before having the 
privilege of embarking, and the other 
25 per cent. started across the ocean 
to the battle fronts but died in foreign 
countries of accident and disease. Of 
the men who died from disease here 
and abroad over 50 per cent. were 
stricken down through the ravages of 
influenza. Death is busy in peace as 
well as in war. The mortality exper- 
ienced by one of the large life insur- 
ance companies during the first three 


(Continued on page 11) 
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Introduced by the Equitable 
During its 


sixty Years of 
Public Service 


Shortening, Simplifying and Liberalizing 
the Policy Contract 


Immediate Payment of Death Claims 
Incontestability after first policy year 
Group Insurance for Employees 


A Corporate Policy to Protect Business 
Interests 


A Convertible Policy Adaptable to Altered 
Circumstances 


Free Health Examinations for Policyholders 
A Home Purchase Policy 


A Refund Annuity guaranteeing return of 
Entire Principal 





An Income Bond to Provide for old age 


New and Improved forms of Accident and 

Health Policies, thus completing the circle of 

protection against the hazards of Life, Acci- 
dent, and Disease 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


W. A. DAY, President 


120 BROADWAY NEW YORK 
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Mr. Successful Life Insurance Agent: | 
REAL SATISFACTION 


1 Do you want to secure a General Agency 
1 for yourself? If so, read this, it is 
: 

Working with William N. Compton and the John 

Hancock Mutual Life Insurance Company in New 


WORTH KNOWING 
York City forms the happiest combination imagin- 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
able for the life insurance salesman. 














Je 
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. — that in case of death from any cause, $5,000, the face of the Policy will 
be paid, 

EOOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 


i 
2 = THEERD,, that i case of death from certain SPEOIFIED accident, $15,000, 


UC ve veve wen 


he face of the Policy, will be paid. 
URTH, that in the case of total disability as a result of accidental injury, the 
Company will pay direct to the insured at the rate of $50 PER WEEK during such 
disability, but not to exceed 52 weeks, after which the weekly indemnity will be at 


CuUcveveven 


If you have any doubt in your mind have it dispelled the rate of $25 PER WEEK throughout the period of disability. Can insurance do 
by calling at MORE? And WHY should any man be satisfied with a policy that would do less? 
Annual Premium, Ordinary Life, at Age 35.......cccccseccecesecvees $128.05 
> iF SOney Paves TAG. GE BO Diiviansccecavascicsndcasscsesnssnccsecs 167.10 


Sweaty Voor Badewenenk, G6 Ass: Bicdsccecevevsececcsccccecsnsscces 235.10 
General Agents wanted in the following States: Pennsylvania, Delaware, Kan- 
sas, Michigan, Ohio and the District ef Columbia. Address: 


220 BROADWAY ic 
; UNITED LIFE AND ACCIDENT INSURANCE CO. 
r 


Phone 6030 Cortlandt : 
fu 








Home Office, United Life Bldg., Concord, New Hampshire 
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Actuaries Re-Elect 
Moir President 


MEETING HELD HERE THIS WEEK 








Bearing of Taxation on Life Insurance 
Discussed By Mr. Moir; Tells 
of Drain 





Henry Moir, actuary of the Home 
Life, was re-elected president of the 
Actuarial Society of America at the 
annual meeting of the Association in 
New York this week. 

In his President’s address Mr. Moir 
discussed taxation, especially in its 
bearing on life insurance. 

The Economic Side 

The first part of this address deals 
with the general economic subject of 
taxation as developed by political 
economists from Adam Smith to date. 
It gives the accepted canons of taxa- 
tion and outlines the best sources of 
revenue for a nation, showing that the 
taxation of capital is unthrifty, al- 
though this course may properly be 
followed in times of great emergency. 
The taxation of necessaries and of lux- 
uries is also dealt with, showing that 
the former is positively harmful while 
taxes on the latter may be properly 
imposed. 

Passing from this subject, the writer 
then deals with the taxation of life in- 
surance, stating that while the ques- 
tions are not necessarily clear cut and 
definite, nevertheless there is no doubt 
but that life insurance is an enterprise 
for mutual good; therefore, it should 
be fostered by the nation. Moreover, 
it is more in the nature of a necessity 
than of a luxury, and it is in no sense 
income, but rather capital. According- 
ly, following the generally accepted 


canons of justified and proper taxa- 
tion, life insurance has an excellent 
plea for exemption. 


The Drain on Life Insurance 


The author then goes on to show the 
many forms in which life insurance is 
taxed; the extent of the excessive taxa- 
tion of premiums, of profits, of capital, 
even of excess profits which do not 
exist in any common-sense viewpoint of 
life insurance. After this taxation dur- 
ing the continuance of the policy con- 
tract, there is still another drain when 
a claim arises, for the policy then be- 
comes subject to inheritance taxes, 
Federal as well as State. The imposts 
upon insurance as affecting the public 
are discussed and explained. 

He finishes with a plea for the same 
exemption from taxation which is ac- 
corded to fraternal societies granting 
insurance benefits, and to savings 
banks, since the scientific life insur- 
ance company is a combination of 
these two sources for the encourage- 
ment of thrift. 

A few paragraphs from 
paper follow: 

“Not only are the taxes excessive; 
but the principles on which they are 
applied violate all the primary rules of 
just taxation. We have seen how there 
is lack of equality—how older men pay 
more than younger—how different states 
impose varying imposts, how a mutual 
is taxed differently from a 


Mr. Moir’s 


company 
proprietary, and how there is a dis- 
crimination as between participating 
and non-participating insurance. The 


indefiniteness of the laws are another 
source of trouble—litigation has been 
frequent and more litigation seems 
inevitable, since it seems impossible 
for experts to agree on the meaning 
of many obscure sections. 

“There may also be raised an interest- 
ing question as to whether the consti- 
tutional amendment authorizing an in- 
come tax will permit and cover the 
assessment of such a tax on the pro- 


ceeds of policies payable to corporations 
and others. 

“Many of the difficulties attending the 
federal taxation of life insurance could 
have been avoided. A committee of 
experts in 1918 submitted another plan 
in lieu of the complex conglomeration 
now on the statute books. This sub- 
stitute measure was approved by the 
Treasury Department, also by the Sen- 
ate Committee. It was drawn as an 
emergency measure on simple and 
scientific lines to provide revenue while 
the war was still raging, and it would 
inevitably have granted the revenue 
desired. But in conference Committee 
Representative Kitchin showed that he 
distrusted, or failed to understand the 
measure and insisted on his own orig- 
inal plan. Then with grim humor the 
influenza took a hand in the proceed- 
ings, and in the last month or two of 
the year wiped out any profits which 
Mr. Kitchin was attempting to tax. 

“The total taxes paid by life insur- 
ance companies thirty years ago were 
represented by about 1.42 per cent. of 
the premium income. This figure has 
gradually increased to some 2.20 per 
cent. of the maximum premiums. If 
the computation were made upon the 
premiums actually paid by policyhold- 
ers the rate would be about 2.70 per 
cent. for 1918, although the effect of 
the federal tax laws of 1917 and 1918 
had not yet become apparent in the 
published accounts of the companies. 
We may therefore say that the cost of 
insurance would be about 2% per cent. 
less each year if the business interests 
of the people were studied in this ques- 
tion, which is both a nationai and a 
local issue. 

Power to Tax—Power to Destroy 

“We have dealt with the multitudi- 
nous and complex forms of life insur- 
ance taxation; we have seen how the 
treatment, both of companies and of 
individual policyholders, runs counter 
to the best thought and best systems 
of taxation as planned for the common 

(Continued on page 6) 


E. G. FASSEL’S PAPER 





Formulae Used by Various Companies 
in Computing Expected Mortality 
on Net Amount at Risk 





E. G. Fassel, of the Imperial Life, 
Toronto, in a paper before the Actu- 
arial Society of America this week pre- 
sented formulae used by various com- 
panies in computing the expected 
mortality on net amount at risk. 

In connection with this subject the 
author has obtained statements from 


thirty-four domestic companies con- 
cerning their methods in computing 
“Expected Mortality” under insurance 
contracts for the gain and loss exhibit. 
It was found that, while great diversity 
existed as to details, the processes 
used divided themselves into two class- 
es, the results attained in individual 
cases in one or other of these groups, 
depending upon the methods of approx- 
imation adopted. One general principle 
is identified as C. D. Higham’'s and con- 
sists simply in applying the tabular 
rate of mortality to the net amount at 
risk, that is, the excess of sums as- 
sured over the corresponding reserve, 
arranged by attained ages; the other is 
designated as G. F. Hardy’s principle 
and is defined as a recognition of the 
fact that reserves and net premiums 
are scientifically calculated to give 
proper effect to mortality and interest, 
so that by applying the rate of inter- 
est it is possible to obtain the expected 
mortality without having recourse to 
the rate of mortality. 

A theoretical investigation is pre- 
sented of these two principles in var- 
ious phases and the formulas used in 
actual practice are fully considered in 
relation to the general principles ais- 
cussed. Finally, the practical effect of 
various methods is measured by apply- 
ing them to a model company devised 
on simple lines but suited sufficiently 
to the requirements. 





Resources 





Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Capital. .... . ...$1,000,000.00 


OUR 1916 STATEMENT SHOWS 


Insurance in force...........(over).... 
reecrere see 5,600,000 


New Insurance paid DE ccicacaveeued eo 


The High Scores in the Life Insurance Profession are won by Trained 
Men. We will train you in the Profession and locate you in Productive 
Territory either North or South. Your Opportunity is Here. 


Further information on request. 


E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 
NEW ORLEANS, U. 8. A. 


$42,400,000 
10,000,000 


Address: 








PURELY MUTUAL 


Investigate 
before selecting your 
Company 





THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 


new insurance 
POLICIES MOST FLEXIBLE AND EASY TO SELL 


Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


CHARTERED 1857 


issued 


GEO. E. COPELAND, 
Supt. of Agencies, 
Milwaukee, Wis. 
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Metropolitan Stops 
Aggressive Stamp Sale 


GIVES REASON FOR’ ACTION 





Government Apparently Stressing Edu- 
cational Value of Stamps Rather 
Than Their Sale 





Haley Fiske, who is president of the 
Meiropolitan Life, which did remark- 
able work in its War Savings Stamps 
organization, recently sent the follow- 


ing letter to the agents of the Com- 
pany: 

“For some time past, reports have 
been coming to us from Districts scat- 
tered throughout the country showing 
a lack of harniony between our plans 
for selling War Savings Stamps and 
those being followed this year by the 
Federal Government. In several in- 
stances, Superintendents have been re- 
quested by local managers of Federal 
War Savings Stamps sales to discon- 
tinue the formation of and even their 
co-operation with societies of the kinds 
through which we were largely able to 
obtain the marvelous results achieved 
last year. They were told that the 
campaign this year was expected to put 
emphasis upon the educational value of 
savings stamps in forming habits of 
thrift rather than to cause sales of such 
stamps in large amount. 

“Under these circumstances we have 
conferred with Treasury Officials at 
Washington in charge of War Savings 
Stamps sales and regret to say that we 
have received from them virtual con- 
firmation of the reports that had been 
coming to us from the field. We are, 
therefore, reluctantly compelled to con- 
clude that it will not be worth our 
while to carry on the aggressive cam- 
paign for sale of War Savings Stamps 
that we had planned for the year 1919. 

“We have been told that there are 
cases where co-operation between our 
men and Government representatives 
has been as cordial and satisfactory as 
it was last year. Any superintendent 
who so desires, and who can get co- 
operation from the W. S. S. representa- 
tives, may continue the sale of War 
Savings Stamps. We shall in fact be 
most glad to have him do so and shall 
be happy to afford him the financial 
facilities we have been offering hither- 
to. The offer of the medal holds good 
and the award will be made with pride 
and gratification on our part. After all 
it is the United States and its people 
we undertook to serve in this campaign 
and our interest in such service still 
continues and is not to be destroyed 
by the change of aim and methods ap- 
parent in the Federal organization.” 





GUARDIAN’S WRITINGS 

The new business issued by the 
Guardian Life Insurance Company of 
America in the first four months of 
1919 amounted to $14,583,333, as com- 
pared to $9,208,008 for the same period 
of 1918—an increase of 58.4 per cent.; 
while the new business paid for by the 
Company’s agencies during the same 
period in 1919 was $10,938,389 as com- 
pared to $5,920,296 for the first four 


months of 1918—an increase of 84.8 per 
cent. 


ANNUITIES ANALYZED 


Paper Read to Actuaries by J. Walter 
Tebbetts, of Mutual Benefit Life 
Insurance Co. 


“Gain and Loss on Annuity Busi- 
ness” was the subject of a paper by 
J. Walter Tebbetts, of the Mutual Ben- 
efit, read at the meeting of the Actu- 
arial Society this week. 

A discussion was presented of the 
method of analyzing the sources of 
surplus from annuity business, special 
attention being given to the gain or 
loss on account of mortality and, in 
that relation, to the items entitled “Hx- 
pected Disbursements to Annuitants” 
and “Reserves Expected to be Re- 
leased by Death” mentioned in the 
tain and Loss Exhibit. Fundamental 
principles relating to a life annuity 
upon a single life, the income under 
which ceases with the last instalment 
preceding the annuitant’s death are 
set forth and the subject is then de- 
veloped in relation to annuities pay- 
able other than annually, annuities ap- 
portionable to the date of the annui- 
tant’s death, Joint annuities, Joint and 
Survivor annuities, Reversionary annu- 
ities and Deferred annuities. The 
analysis is carried out in considerable 


detail and the results are related to 
the usual approximations adopted im 
practice. Attention is given to the 


treatment of terminations and of new 
issues in the calendar year of observa- 
tion. 


Henry Moir Re-elected 

(Continued from page 5) 
good; we have seen also how instead of 
the appropriation of public funds for 
building up this enterprise for mutual 
good the enterprise itself is made to 
furnish a revenue for general state and 
federal purposes; we have seen how 
there is a discrimination and inequality 
of taxation as between companies of 
different character and operating in 


* different states; and lastly we have seen 


chat the determination of the taxes pay- 
able is intricate through the ambiguous 
expressions often used and through the 
nature of life insurance which differs 
from that of ordinary commercial busi- 
ness, 

“The power to tax is the power to 
destroy, and life insurance should be 
fostered, not hindered. We may there- 
fore make a strong plea for some proper 
consideration being given to this large 
question, and especially we can claim 
that life insurance in its protective 
nature and in its building up of the 
capital assets of the country should 
have the same favorable’ treatment 
which is accorded to the fraternal 
orders, where in general pure insurance 
protection is granted, and the savings 
banks which like life insurance com- 
panies give evidence of the thrift of 
the people and form a means whereby 
middle class and poor people may ac- 
cumulate small sums against the time 
of calamity and stress.” 

The Security Life of Chicago has 
eliminated all military and naval re- 
strictions. 

f M. Earle, general counsel of the 
Bankers Life of Iowa, is recovering 
from a long illness. 





ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 


























Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 

















PIE seniisasercisacrersensraenteverhabebeset Capndsbecteunesdsoansbideeesestee $18,362,862.75 
RUNNIN: casa. eai co loReheveniiaunddrsHGEROMLal exbacuusaetseccubbekdeadodaasenns 16,626,824.78 
I i a ld ea aia lined 1,736,037.97 
DED, OE UNE vcasbscccsrdeasedewenepeeshedesddcdeavcesionsssdaerasoeens 149,170,320.00 
AEONOD OE PUMONINOOUD, (5c cisbinciccske ude sescpsncdernecessdasunenaveseneees 2,376,218.75 
Total Payments to Policyholders since Organization ........sseecseeeees 21,988,834.83 
JOHN G. WALKER, President. 
——_—_————— —___ — _— TT, 
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Do you know: 





That the NortHern Assurance Company of Detroit, Michigan, 
has lived up to all the traditions of the highest purposes of life in- 


surance ; 


That it stands for the highest ideals in underwriting and that its 


slogan is, and always has been, 


METHODS in its field work; 


CLEAN MEN AND CLEAN 


That it is writing more insurance per capita per agent than any 


other American life company ? 


If you are interested in knowing something of our Home Office 
system which makes this possible, we will be glad to hear from yuu 


Address, CLARENCE L. Ayres, President, 


DETROIT, MICHIGAN. 











19,712 


at any time in our history. 


in force over $150,000,000. 


THE FIDELITY 


were distributed among Fidelity field men in 1918—the result of 
our direct mail advertising. This is agency co-operation on a 
vast scale and explains why we are writing more business than 


The Fidelity operates in 40 states. 
reserve basis. Faithfully serving insurers since 1878. Insurance 


A Few Agency Openings for the Right Men 


INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


LEADS 


Full level net premium 


MUTUAL LIFE 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 








NIAGARA LIFE BUILDING 
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Mohawk Cor. Franklin Street, Buffalo, N. Y. 


The Combined 


Life, Sickness 


and Accident 
policies, sold only by the 


Niagara Life Insurance Co. 
(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 





Communicate with 


E. H. BURKE 
Vice-Pres’t & Gen’] Manager 





BUFFALO, N. Y. 

















eR nal ete 








May 16, 1919 


THE EASTERN 


UNDERWRITER 








when it is most needed. 





Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


Provident policies are “seeing ahead” policies. Taken 
out now, they provide effective protection at the time 


Northwest corner Fourth and Chestnut Streets 





THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


INSURANCE Com 














WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 





Why Fell Advocates 
New Association 


WHAT “LOVE YOUR JOB” MEANS 





Manager Favors Just Limitation On 
Insurance Brokers and Part- 
Time Agents 





T. R. Fell, New York Manager of the 
Massachusetts Mutual Life, sent a let- 
ter to agents here this week in which 
he amplified his reasons for advocat- 
ing the organization of a new associa- 
tion of agents, with the slogan “Love 
Your Job.” He said in part: 

I believe the companies would like to 
have an adequate force of full time 
agents and it will be the object of our 
association to help them to get what 
they want. Get it into your conscious- 
ness that we are not knocking any 
company, neither will we let any com- 
pany knock us by bad practices if we 
can help it. 

Referring to my circular letter of 
April 28th and ito the correspondence 
on the subject which has been running 
in The Eastern Underwriter for some 
time, 1 believe almost everybody in our 
business will admit that there is some- 
thing wrong; there is some injustice in 
the payment of commission, and we 
who leve the life insurance business and 
give our full time to it want to see what 
we can do to benefit our business. I 
have talked with several managers 
since this discussion commenced and I 
have not found a manager yet who has 
not said he is willing to make some 
change. For instance, one manager 
told me he was willing to cut out the 
“one case” man. Does he mean one 
case a year or one case in a lifetime? 
He does a large business with fire insur- 
ance brokers and I have no doubt he 
has brokers licensed who do not give 
him more than one case a year. Well, 
whatever is meant by the “one case” 
man, let’s get him out of the business 
before we stop. Then perhaps we can 
get the fellow out who does not create 
anything, and only interferes with the 
full time agent. , 

When I speak of getting up an Asso- 
ciation, do not get the impression that 
it is to be a rival to any existing organi- 
zation. This is to be an Association 


of full time life insurance agents who 
have something definite to accomplish; 
this is to be an Association of the 
friends of life insurance who are not 
asking for increased compensation for 
themselves, but who believe that the 
companies are paying out money in 
commissions for which no adequate ser- 
vice is performed, and which is almost, 
if not entirely, wasted. It is not only 
a waste of money, but in effect it nulli- 
fies the work of full time agents and it 
also discourages full time agents. 

I know there is a natural inquiry on 
the lips of many friends of the Life 
Underwriters’ Association—‘Is this new 
association to interfere?” My answer 
is, I am a member of the Life Under- 
writers’ Association of New York and 
advise every full time life insurance 
agent of correct practices to join it. 

The question is whether the life insur- 
ance business needs an adequate force 
of full time agents. Our desire is to 
find ways of discontinuing certain prac- 
tices which we believe make it more 
difficult to get full time agents. 

This is rather important work and we 
want the best men in the business to 
consider the subject and give the man- 
agers of life insurance offices, and the 
officers of life companies the benefit of 
their best thought. We are not going 
to be radical, but we do not believe in 
saying nothing can be done. We have 
arrived at this point; we believe there 
is something wrong and we are going 
to itry to convince everybody that it 
would be better to follow different 
lines—even convince those whose prac- 
tices we object to at the present time. 

Bringing the Problem Home 

In order to bring home to you some 
of the problems which some of the man- 
agers in this city have to meet, I am 
going to describe a couple of incidents 
which happened in our office within the 
last day or two. Here is a case a little 
out of the ordinary. What would you 
do about it if you were in my place? 
An agent came in to the office that I 
do not remember having seen before, 
“How do you do Mr. Fell; do vou want 
to get a new agent before you close?” 
To make a long story short he was the 
agent of another company when he was 
elected a member of the Wife Un- 
derwriters and he says now he is 
licensed for about half a dozen other 
life insurance offices and is in the gen- 
eral insurance business. “What case do 





you want to place in our Company?” “So 
und sO 1s a policyholder in your company 
and he wants to place a member ot his 
family here and he wants me to have 
the commission.” “That man was writ- 
ten by our regular agent so and so.” 
“Yes, he is mad with him. He is also 
mad with you, Mr. Fell, because a 
couple of years ago one of your women 
agents called upon him and at that time 
he thought only the original agent 
should be allowed to call upon him, but 
now he is mad with the original agent 
ioo.” (Of course, this is just a state- 
ment. Our regular agent at least says 
lie has never had the slightest difference 
with him.) “Why are you placing the 
case in our Company?” “Becuuse he 
usked me to do so.” Briefly stated the 
above case is this: a policyhoider of our 
Company is placing a member of his 
lamily in our Company and he is trying 
lo give the commission to a friend of 
his. What would you do it you were 
in my place’? The agent never thought 
ot our Company and if | told the policy- 
holder he couldn’t do as he liked about 
commissions, you know what would 
happen. You see the situation above 
described has come about through a 
careless custom of paying out life insur- 
ance money without insisting upon an 
adequate return in service. if we had 
an organization of leading full time 
agents who would give it as their opin- 
ion that it would be wrong to pay a 
commission to the agent above reterred 
to, it would not require much courage 
on my part as manager to refuse to do 
so. What would you do about it? 
Another case that happened the day 
before. A stranger came into the office 
and asked for a sample policy. At our 
request he gave us his card which 
showed that he was the agent of another 
life company. “For whom do you want 
the sample policy?” The agent who was 
evidently young at the business flushed 
up a little but in a second or two told 
us the name. He was a policyholder of 
our Company but on looking up our 
records we did not find any report of an 
agent of ours having called upon him 
recently. We gave the strange agent 
the figures asked for, but do you think 
he will bring the business to us unless 
the man insists that he wants the policy 
in our Company? And if the policy- 
holder is insuring himself here should 
we pay that agent a commission, and 


if so, should we pay him as much as we 
pay our regular full time agents? 


What Do Full Time Agents Think 


AS a manager, I would appreciate the 
advice of the full time agents on such 
questions. I have no right to commit 
the company for which I work, but as 
long as they permit me to do so I would 
be glad to follow the advice of a com- 
mittee of full time agents in such cases 
as those above referred to, if the full 
time agents love their job. It is a very 
serious question to my mind as to 
whether it would be to the advantage 
of our company to accept the business 
under the circumstances above de- 
scribed, although the business comes to 
us through satisfied policyholders in 
both cases. Now you see why I want 
a qualification for membership in our 
Association, love your job. I do not 
care what you call our Association, but 
I want its members to be honest life 
insurance men and not those looking 
for a partisan advantage. Neither one 
of the above cases is settled yet, so you 
will have time to advise me. You see 
there is something else in the business 
that needs serious consideration be- 
sides the employment of fire insurance 
agents. 

There is an office in this city that has 
a rule—first year’s commissions only to 
brokers; renewals to an agent. The 
basis of that rule would seem to be that 
the broker does not render as much 
service as the full time agent, but 
why the renewals to any agent in par- 
ticular—why shouldn’t all the agents 
of the staff participate? 


A Ridiculous Situation 


I have read some place a sentiment 
to this effect: ‘Who overcomes by force 
overcomes but half his foe.” My idea 
is not to overcome by force, but to con- 
vince even the managers of those offi- 
ces, whose principal dependence is upon 
brokerage business, that they ought to 
learn how to do their bit for our busi- 
ness. From the lack of full time agents 
in their organizations one would be led 
to believe that they were managers who 
did not know how to engage and develop 
a full time agency force. I want to 
convince them that that is a ridiculous 
situation. Just think of it! One office 
in this town holds out as a ait “We 
have no agents”; others have very few 
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Your success as an underwriter depends upon the verdict brought tn 
by the greatest jury in the world—the American public. . 
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agents but evidently they think it in- 
advisable to say anything about it. We 
assure the managers of those offices, if 
they love their job, we will co-operate 
with them in making the change from a 
brokerage to a full time basis. Some 
managers simply do not understand the 
question. For instance, an agent told 
me the other day that he had a talk 
with a manager over our letter of April 
28th and when he went from loving 
your job to a discussion of the fire insur- 
ance brokerage and the part time ques- 
tion, the manager got so tangled up 
that he tried to end the discussion by 
aying “It’s an academic question.” The 
agent evidently did not accept the man- 
ager’s viewpoint because he has told it 
to me as a joke. When we convince the 
managers above referred to that there 
is something wrong with the present 
situation and they start out to get full 
time agents we believe they will have 
more sympathy with us. When they 
find it is difficult to get full time agents 
they will probably commence to study 
the reason why and we believe they 
will be convinced that they themselves 
have been creating difficulties by not 
following the rule “Compensation should 
follow service only; no service, no com- 
pensation,” and accepting brokerage 
business without asking any questions. 


Love Your Job is intended as a quali- 
fication for membership rather than the 
name of our Association, but no one will 
be eligible for membership in it who 
does not love his job. If you will tell 
me another way to describe it without 
giving any one offense | shall be glad to 
receive your suggestions. Love is the 
antidote for unrest. Love, Loyulty, and 
Common Sense, will succeed in any- 
thing. 


Plan Publicity 


It is not necessary to describe here 
what our plan of operation is to be be- 
cause our plans will be formulated after 
our organization is completed, but if 
you want to know what my thought on 
the subject is, I would say that I am a 
great believer in publicity. I would ask 
our members to report cases of injustice 
according to our standard and publish 
the particulars of such cases to our 
members at least. My thought is to 
crystallize sentiment so that there may 
be no doubt about certain practices be- 
ing wrong. I would be in favor of 
reporting all cases of unfairness, and 
especially make the facts known to the 
company employing the offender. Those 
who wished to convince us that they 
were following the highest ethical 
standards would submit to a committee 
of our Association the names of all those 
licensed and full particulars about those 
they were thinking of licensing. This 
may look like a great deal of machinery, 
but it is my opinion that in operation 
it would require very little work. The 
principal thing is to get the ethics of 





the business thoroughly established and 
let those who hope to get life insurance 
commissions know that they cannot get 
the policyholders’ money without show- 
ing that they have rendered an adequate 
service. 

I do not. care what we call our Asso- 
ciation. I do not care about numbers 
in our Association, but I am particular 
about quality. I do not want in it the 
sore heads and the deservedly unsuc- 
cessful. I want in our Association every 
honest full time agent in the City of 
New York who loves the institution of 
life insurance and believes in it and in- 
tends to make it his life work. Nothing 
can withstand the power of such an 
Association, but there is to be nothing 
selfish in it—-nothing but the good of 
the life insurance business. 

There are some fire insurance agents 
we do not object to. Now let us de- 
fine again what we mean by “fire in- 
surance” and “part time” men, with 
whom we do not wish to do business. 
Up to the present we have no objec- 
tion to either, providing they do not 
get more for services performed than 
they are worth,—more for service than 
we get, for instance. Our principle is 
“Compensation for service only; no 
service, no compensation.” We have 
defined the fire insurance man referred 
to as the fellow who says “I am not in 
the life insurance business.” ‘When 
my clients ask me I look around and 
get the best life insurance policy for 
them.” And then he calls at the life 
insurance office and says “Can you 
beat out such and such a company?” 
“What commission do you pay?” “I 
can get more elsewhere.” “I control 
the business; if you do not want it, I 
will take it to some other life office.” 

Now, let’s go back again to the 
slogan, “Compensation follows service 
only; no service no compensation.” We 
are to be an association of the agents 
of all companies, if there is an agent 
of each company who loves his job and 
wants to join us. You can easily see 
that we would object to the fire insur- 
ance agent above described if he was 
interfering with our cases; then we 
should object just as strongly if he is 
interfering with the work of an agent 
of another company. 

Up to the present time we do not 
object to the fire insurance agents who 
are performing valuable services to 
life insurance, but we believe that 
what the life insurance business needs 
is an adequate agency force of full 
time men. Our ultimate goal is to be 
to make the life insurance business at 
least as attractive as any other busi- 
ness—the banking business, for in- 
stance. We believe the way to do that 
is to cut out everybody who disgraces 
the business—for instance, everybody 
who says “I am not a life insurance 
man,” and then chases life insurance 





commissions; every unworthy full 
time man, like those who say “I wish 
I were in some other business.” 

Last year I was an unwilling witness 
in court and it was only after I was 
in court and had listened for some 
time to the testimony or an actuary 
that I was convinced that the man 
who claimed to be a full time life in- 
surance agent was trying to put over 
some unethical work. They had had 
several actuaries on the stand before 
me and the lawyers on both sides had 
agreed that my answers to the ques- 
tions would be the same as the ac- 
tuaries, but I told them I wasn’t an 
actuary. I might have been off that 
stand in about five minutes, but in- 
stead I spent about five hours testify- 
ing. And the jury gave a _ verdict 
against the agent a few minutes after 
the case was finished. The point I 
wish to make is that the several ac- 
tuaries had been on the stand for 
about a week and I suppose all of 
them took about the same attitude that 
the one took just before me, and 
whose testimony I heard—that the 
agent had made a mistake of a few 
cents in stating the dividends. Any- 
body might make a clerical error, but 
there is no excuse for making the 
grand error of being entirely wrong. He 
was twisting. 

Against Secret Settlements 

What I am trying to do about the 
fire insurance and part time agent is 
to get at that part of it which is en- 
tirely wrong, and I believe the way 
we may accomplish that is to get up a 
business erganization of those who 
love their job. We will then crystallize 
sentiment so that we will all know 
what is right and what is wrong ac- 
cording to our standard. We will all 
know what it means when we say 
“Compensation should follow service 
only; no service no compensation.” 
It’s the policyholders’ money and we 
will not stand for paying it out with- 
out an adequate service if we can help 
it. We may even catch a manager in 
this town co-operating with a fire in- 
surance agent in “beating out” the full 
time agent of some other company. 
That wouldn’t look so good you know; 
he wouldn't like it at all. Referring 
again to the court case above de- 
scribed, the big thing in that was not 
that the agent was guilty, but that a 
life insurance company was guilty of 
employing such an agent. I know some 
agents would say “How could the com- 
pany know what the agent was doing 
in the business man’s office?” I 
answer “If they don’t know their man, 
then don’t employ him.” The informa- 
tion was in my office that the life in- 
surance agent had been in trouble in 
another State and I believe that in- 
formation was in the office of the In- 
surance Commissioner while the man 
was licensed in this State. I do not 


believe in blaming the Insurance Com- 
missioner; I believe in letting the full 
time agents know the life offices that 
will license those men in this city to 
compete with honest full time agents. 
You can see what I think of the pres- 
ent system, but I am a conservative 
man and believe in moving slowly; 
just nail every dishonest act you can 
and let the agents know about it. I 
am against secret settlements, secret 
trials, secret conferences with the 
Commissioner, and loud announce- 
ments that some one had been convict- 
ed, but no names mentioned. 


Divide Into Two Classes 


In the discussion which is going on 
about the employment of fire insurance 
and part time agents, the logical thing 
to happen is to divide the life offices 
into two classes: those who depend 
upon full time agents and those who 
do not. All this question needs is a 
sharp line of demarcation between 
those whose ethics are approved by 
the full time agents and those who em- 
ploy part time agents to the detriment 
of the full time agent. Just get it into 
the minds of the men who are the back- 
bone of the business what the different 
offices stand for. 

A Beginning 

So far as I am concerned, I am try- 
ing to do just one thing and that is to 
stop licensing any more men who 
clearly should not be licensed, and 
particularly the fire insurance and part 
time man who comes into a manager’s 
office and says “I want to beat out such 
and such a company.” When we estab- 
lish a code of ethics in this city so 
that no manager will lend to a fire 
insurance or part time man the facili- 
ties of his office to interfere with the 
work of a full time agent of another 
company, we can take up some other 
question. There will be work for our 
Association to do for some time, and 
we should not stop until our business 
is as attractive as any. 

Now do not worry about whether our 
organization is going to succeed or not. 
If you approve, be among the first to 
join. If you will join our organization, 
and give your best thought for the 
good of the life insurance business, we 
want you in our Association, and you 
will be benefited individually at least. 
We would also like to have you sug- 
gest the names of those you think 
would be desirable members, and talk 
the matter over with them. 

T. R. FELL. 





QUOTE BANKERS 


The Northwestern National Life de- 
votes to the banking fraternity consid- 
erable space in the current issue of its 
agency publication. Four prominent 
bankers are quoted praising life insur- 
ance. 
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The Largest Industrial Company 
West of the Alleghenies 
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A Insurance 

Assets in Force 

Dec, 31—1888........$ 104,307 $ 889,07. 
1897........ _ 274,290 6,619,653 
1907........ 2,916,339 39,503,485 
_ 4,008,422 099,897 


A Record of Thirty Years of Progress 
TEN-YEAR PERIODS 


Policies 

Income Issued 

1888-1897 ....... Oreceeed $ 1,744,102 387,702 
ere 10,551,857 1,139,235 
8 EOE 31,845,050 1,961,674 








AGENTS WANTED in the Principal Cities of Ohio, Kentucky, 
Michigan, Indiana, West Virginia and Western Pennsylvania 








Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 









































May 16, 1919 


THE EASTERN 


UNDERWRITER 





New York Report 
On Manhattan Life 


NOW ON ROCK BOTTOM BASIS 





Department Examiner Finds Careful 
Management and Assets Being 
Well Conserved 





Some interesting points covered by 
the New York Insurance Department 
in its examination of the Manhattan 
Life, completed on April 24, follow: 

At the present time of the twenty 
directors holding office ten are stock- 
holders and ten are policyholders or 
annuitants. 

In February, 1919, the Company de- 
cided to and did refund all war risk 
premiums collected. 

Three Disability Clalms 


While the disability benefit feature 
has been in operation since the early 
part of 1911, there have been only 
three cases where disability claims de- 
veloped. Up to the present time no 
case coming under the provisions of 
the travel accident contract has oc- 
curred. 

Figures taken from the Company’s 
records and reports show that from 
1914 to 1917 the percentage of mortal- 
ity experienced by the Company was 
gradually growing less. The year 1918 
was exceptional in that the percentage 
jumped nearly 25 per cent. over the 
previous year due wholly to the epi- 
demic of influenza and its following 
effects. 

The passing of the dividend for the 
period of April 16, 1916, to April 15, 
1917, was on account of the reduction 
in the values of real estate owned by 
the Company at the time of the last 
departmental examination. 

The Company pays its death claims 
promptly upon receipt of satisfactory 
proofs of loss. 

Real Estate 


The home office is the most impor- 
tant property owned by the Company, 
and, while at the time of the last ex- 
amination only about two-thirds of the 
space was rented, at the present time 
the building is about 100 per cent. 
rented. Extensive alterations have 
been completed on the first floor cost- 
ing approximately $38,000, by reason of 
which that floor is now leased for a 
period of ten years at a very good 
rental. This excellent condition of af- 
fairs at the home office should apprec- 
iably increase the net income from this 
property. 

During the past three years few 
loans were made on New York City 
property. Most of such loans were 
made on property located in Southern 
states. With possibly three or four ex- 
ceptions these Southern loans were 
made at 6 per cent. interest, principally 
on farm property, and provided for a re- 
payment at the rate of 10 per cent. semi- 
annually covering a period of five years. 
Loans made in excess of 50 per cent. 
of the appraised value of the property 
were unusually few. 

It would appear from the increased 
rate of insurance being written so far 
during the current year that a turning 
point in business in force will be shown 
in the results for 1919. 

Agency Force 

A nucleus of an agency force has 
been maintained which is gradually ex- 
panding to a good business-getting or- 
ganization which begins to show a size- 
able increase of new insurance written. 
The company’s loss of insurance in 
force from lapses and surrenders has 


Johnston & Collins 
Title Unchanged 


COLLINS WITH NATIONAL, VT. 





Personal Relations of General Agents 
Continue Amicable; Gseller Agency 
Undisturbed By Arrangement 





The appointment of W. R. Collins to 
be a general agent of the National Life 
of Vermont for Greater New York, 
Long Island, New Jersey and Rockland 
County, N. Y., will not result in a 
change in the title of the corporation 
of Johnston & Collins Co., general ag- 
ent of the Travelers. 

George W. Johnston said this week: 
“Mr. Collins is a stockholder in the 
Johnston & Collins Co. and our amicable 
personal relations of years’ standing 
will not be changed. He is one of my 
warmest personal friends. This general 
agency of the Travelers will continue, 
of course, to be known as the Johnston 
& Collins Co.” 

“Billy” Collins is one of the most 
successful producers in New York. 
Upon several occasions he has written 
$1,000,000 a year or more. The Na- 
tional has one general agency here, 
that of A. H. Gseller, who has been gen- 
eral agent for years. 





WITH AMERICAN NATIONAL 





Charles S. Hutchings Becomes Actuary 
of Galveston Company; Was 
With Coast Company 





Charles S. Hutchings has been ap- 
pointed actuary for the American Na- 
tional Insurance Company, Galveston. 

Mr. Hutchings was for several years 
identified with the Northwestern Mu- 
tual Life, going to the West Coast-San 
Francisco Life as assistant actuary 
two years ago, with which Company he 
succeeded to the position of actuary 
upon Gordon Thompson entering the 
service, which position he has held 
until the present time. 





SOCIAL INSURANCE 

Senator Wilcox has introduced a reso- 
lution in the Wisconsin legislature to 
create an interim committee for the 
investigation of social insurance. This 
committee will cover the same subject 
on which a like committee appointed 
two years ago reported adversly to the 
present session. In addition to senators 
and assemblymen the Wilcox committee 
will include the insurance commissioner, 
a member of the industrial commission, 
and one representative each of employ- 
ers and employees. 





been greatly reduced and is being re- 
duced to a minimum. The real estate 
situation is improving due to the sale 
of certain bothersome parcels and in- 
creased income from others. 


Careful management and conserva- 
tion of the assets of the Company is 
being exercised by its officers. 

The report concluded: 

“From a survey of the Company’s ac- 
tivities in general it would seem that 
it is now on a rock bottom basis, and, 
barring the unforeseen, a gradual re- 
covery is now ir progress. 

“Considering .4e¢ necessary readjust- 
ment of the clerieal force due to war 
conditions, the Company’s books and 
records are well kept and the neces- 
sary work is carried on with a mini- 
mum number of employees.” 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


PERMANENT, 


Address, 








Care of The Eastern Underwriter, 105 William Street, New York City 





TRAVELERS BOND HOLDINGS 


The Travelers has subscribed to a 
final $3,000,000 more of Victory Bonds. 
The Travelers Insurance Company 
took $2,500,000 and the Travelers In- 
demnity Company $500,000. Of this 
amount $2,800,000 was placed through 
the “Liberty Cottage,” in Hartford. The 
Travelers has now subscribed in all to 
$10,500,000 in the present loan: $6,800,- 
000 in Hartford, $2,000,000 in New York, 
$1,700,000 throughout the country. The 
Companies’ holdings of previous issues 
amount to $12,700,000 and with this 
subscription will make a total amount 
of $23,200,000. 





Companies have written nearly $1,- 
000,000 on the life of D. M. Linnard, 
president of the California Hotel Com- 
pany. 





More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 








HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The 59 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1918, of 
which over Seven Hundred Thou- 
sand was in dividends, The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and are now over 
Thirty-Six Million Dollars, 

The total insurance in force was 
increased during the year 8.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars, 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 














Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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is located a big, vigorous, and growing in- 
stitution of Life Insurance. 


hical location enables us to 
my Zl render exceptional service to our policy- 
yt holders and field force. 


Over $180,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 


St. Louis, Missouri 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





No life insurance 

Presentation policy carries such 

of the an appeal to a busi- 
Monthly Income ness man as_ the 
monthly income pol- 
icy. It appeals alike to the sentiment 
and to his intelligence for it provides 
that assured income which is the pur- 
pose of all life insurance taken for the 
protection of the family. 

There are two ways in which this 
policy can be illustrated, and both are 
equally true. 

Two agents recently solicited a well- 
known business man. The first agent 
sat down with the prospect for the pur- 
pose of figuring out the benefits as 
compared with the cost. He said: 
“This policy will yield your family on 
your death, $100 a month for 240 
months, and the cost will be only 
$607.20 a year for 20 years.” Right 
there he failed to sell the policy. The 
prospect lost interest. That $507.20 
stayed in his mind to the elimination 
of every other factor. He made up his 
mind not to take it, and he listened to 
the continued demonstration in a per- 
functory manner. 

A short time later this same pros- 
pect was approached by another agent 
who said: “Every month for 20 years 
after your death your family will re- 
ceive an income of $100 a month. In 
comparison with this benefit the policy 
will cost you only $42.27 a month. The 
least return that your family will get 
under this policy will be $2.36 for every 
dollar paid. This is based on the 


‘ assumption that you live for 20 years 


and have paid every cent of premium 
that the Company can collect from you, 
but if you should die before the end 
of 20 years, say in five years, your 
family will receive $9.38 for every dol- 
lar spent.” Agent number two secured 
the application.—Travelers Record. 
” . * 

He wasn’t neat in his ap- 

Why pearance. 
the Agent He lacked dignity in his 

Failed bearing. 

He- used no tact in intro- 
ducing himself. 

He was late in keeping his appoint- 
ment. 

He did not believe in his own propo- 
sition. 

He didn’t know the fine points of his 
own policies. 

He offended the prospect by undue 
familiarity. 

He made a bitter attack upon his 
competitor’s policies. 

He relied on bluff instead of solid 
argument based on facts. 

He got lost in the forest of details 
and couldn’t stick to essentials. 

He had been out with the boys the 
night before and showed the effects. 

He couldn’t answer questions and ob- 
jections intelligently, concisely and 
convincingly. He tried to close his 
prospect before he had worked him up 
to a point of conviction. 

He didn’t know his business when 
he made the approach; didn’t talk 
clean-cut business after he got in; 
didn’t make it his business to fight all 
the way through, and didn’t do busi- 
ness before he left.—‘Bankers and 
Brokers Gazette.” 

* + . 


Arthur H. Challis, 

Small Suggestion of the Massachusetts 

Which Sold Mutual Life, in a 

the Policy recent talk on the 

psychology of sug- 

gestion, told what can be done as a 
result of a small suggestion. 

“I recently had a rather interesting 
case which illustrates this,” he said. 
“I called on a prosperous farmer who 
was carrying $6,000 insurance in an- 


other company, and had been thinking 
of adding $4,000 more. Try as I would, 
I could not induce him to take more 
than that amount, as he had it firmly 
fixed in his mind. After I had com- 
pleted the application, however. I sug- 
gested that it would be a fine thing if 
in addition to making the increase in 
his lump sum insurance, he would pro 
vide that his wife be paid an income 
of $500 a year for life, 20 guaranteed 
so as to protect his daughter four years 
of age, he himself receiving an income 
in case of total disability. This entirely 
new idea attracted him, and I secured 
his permission to order a contract of 
that kind along with the other. on con- 
dition that he might accept whichever 
one he preferred. I tried to leave as 
strong an impression as possible that I 
not only thought’ him amply able to 
carry them both, but that I fully ex- 
pected him to do so. Ten days later I 
again visited his home and, in the pres- 
ence of wife and daughter, delivered 
both policies with very little effort. 
Both he and his wife were delighted to 
have such complete protection, which 
‘a few pigs each year would pay for,’ as 
they expressed it. And I could not help 
thinking how far I should have fallen 
short of my duty to that little family 
if I had been satisfied to accept the 
amount which the farmer himself had 
decided to take.” 

* * 

The more success in 

Thinking the agency field is stud- 
Increases ied the more clear it is 

Your Capacity that tthe agent who 

thinks is the agent who 
wins. “Provident Notes” sizes it up in 
this way: “Leadership often follows 
the assumption of new responsibilities. 
Many an organization which thought it 
was running at full capacity was called 
upon to double its capacity, and did so. 
There was a splendid elimination of 
lost motion, a splendid inventiveness in 
devising new and better processes, a 
splendid mobilization of personal 
energy. 

“The Provident agent who thinks will 
find this a good subject to think about. 
If so many thousands of his fellow citi- 
zens discovered new and unexpected 
capacities in themselves, the agent who 
thinks will study himself to see whether 








heritance taxes. 








Ask the Biggest Life 


Insurance Men In 
the Country 


If you want to find out the inesti- 
mable value to them in their work 
of the Shanbacher Research Charts 
covering the Federal and State in- 


you to sell men of means who here- 
tofore were not even approachable 
on the subject of life insurance. 

Mr. Shanbacher has completed the revision 


of his charts as effected by the new revenue 
act and they are now ready for distribution. 


For further information address 
The Eastern Underwriter 


Sales Agents 
NEW YORK CITY 


The set enables 




















he cannot find within himself some 
latent ability and power which he has 
never utilized. It may not have been a 
capacity which was hidden but which 
has been carelessly underestimated. Or 
he may have been unthinkingly follow- 
ing a routine without bringing his brains 
to bear to see whether the routine could 
be improved upon. 


“The more success in the ageuicy field 
is studied, the clearer it appears that 
the agent who thinks is the agent who 
wins. The mere possession of brains 
won’t do it. Many men who were 
brilliantly clever have failed as agents 











“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
surance. The “contribution plan” of surplus distribution, used al- | 
most universally by American companies. The Continuous Instal- 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life”—known in every household. Unexcelled policies 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address | 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















because they did not have the common 
sense and perseverance to apply their 
brains. It is the agent who thinks who 
will constantly be discovering in himself 
capacities which are capable of very 
great development. It is the agent who 
thinks who invariably makes the most 
of his brains in every canvass he under- 
takes. It is the agent who thinks who 
avoids the difficulties that can be 
avoided, and who turns those which can- 
not be avoided into opportunities. It 
is the agent who thinks who brings his 
canvass to a successful close with what 
seems a miraculously small expenditure 
of words.” 
* + ~ 
Miss Alma Gib- 
Other Compensations son Robb, of the 
In Addition Massachusetts 
To Commissions Mutual Life, read 
a paper on “Com- 
pensation other than Commissions” be- 
fore a recent gathering of agents of 
that Company. Her peroration is worth 
reproducing. In it she said: “As we 
work each day, let us remember that we 
live on our commissions and so respect 
them, setting a high standard for which 
to aim; but let us not forget that we 
develop and grow through these other 
compensations the unlimited influence 
and value of which we should realize 
and appreciate, for as Count Tolstoi 
says: “The vocation of every man and 
woman is to serve other people.’ ” 





FOEHL AGENCY LEADS 
Of the thirty leading Ordinary man- 
agers of The Prudential for the first 
four months of this year C. A. Foeh! 
ranked first; Van Vliet & Keer, New 
Jersey, second; and Joseph Herzberg 
& Son, Wisconsin, third. 





GORDON CASE GOING WEST 


Gordon Case, an examiner for the 
New York Department, has become 
connected with the office of Frank C. 
Haight, consulting actuary, of Indian- 
apolis. 
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“No High Pressure 
Business”—Phillips 


WRITES ABOUT LIMITATION 


New York Superintendent Warns Life 
Insurance Companies to Keep 
Down Their Expenses 


Superintendent of Insurance Phillips 
has mailed a letter to insurance com- 
panies warning them that they must 
keep an eye on expense and not resort 
to high pressure methods to get busi- 
ness because the Legislature, at his 
suggestion, has passed the bill remov- 
ing limitation as to new business. The 
letter follows: 

“The Legislature of this state at its 
recent session amended the Insurance 
Law by adding new section 96-a author- 
izing the Superintendent of Insurance, 
under certain circumstances, to sus- 
pend the limitation prescribed in sec- 
tion 96 as to companies which make ap- 


plication for such suspension. The 
cen act became effective May 5th 
and is chapter 384 of the Laws of 1919, 
a copy of which is herewith enclosed. 

“The department within a short time 
will send blanks to the various life in- 
surance companies for the purpose of 
securing data on business written on 
the paid-for basis during the first five 
months of the year. These blanks will 
be sent you in due course. 


Superintendent’s Warning 


“The enactment of this amendment 
will not justify any company resorting 
to high pressure methods to write a 
large volume of business, and I shall 
not suspend the limitation as to any 
company which indulges in any ex- 
travagant practices in its agency de- 
partment. No increased allowances 
for compensation or other expenses 
will be permitted because of the amend- 
ment. The limitations of section 96 
were intended to curtail and control ex- 
travagant and high pressure methods 
and life insurance companies are ex- 
pected to carry out the spirit of this 
section, even though the limitations 
may be temporarily suspended.” 

To the newspapers Superintendent 
Phillips issued the following  state- 
ment: 

“Respecting the amendment to the 
Insurance Law authorizing the Super- 
intendent of Insurance under certain 
conditions to suspend the limitation as 
to new business, which a life insurance 
company can write in a single year, 
passed at the recent session of the 
Legislature and signed by the Gov- 
ernor, Superintendent of Insurance 
Phillips stated that he has kept in 
close touch with the amount of new 
business written by the insurance com- 
panies operating in this state, and the 
reports received as to the amount of 
business written by such companies 
during the month of April show that 
the phenomenal demand for life insur- 
ance disclosed by the first three months 
of the year still continues, and that 
several companies have already written 
more than fifty per cent. of their limit 
for the year. 

“If the increase in the volume of 
new business written continues for the 
balance of the year in the same pro- 
portion as the increase for the first 
four ‘months, it will undoubtedly be 
necessary to suspend the limitation as 
to several of the companies. 


“The Superintendent has, however, 
written a letter to all the insurance 
companies operating in the state 


warning them against any high pres- 
sure methods because of the enactment 
of the amendment and states that he 
will refuse to suspend the limitation to 
any company which indulges in ex- 
travagance or high pressure methods.” 


FOUR PER CENT CLASS 


Fraternal Time Limit Fixed at July 1; 
Sharp Warning About Inade- 
quate Rates 


Aid Union’s publica- 
iuide,” ran the following edi- 
torial in its current edition: 

“We have occasionally borne 
heavily on advice to members who are 
not yet in our American Four per cent. 
class that they arrange as soon as pos- 
sible to transfer to this adequate rate 
class. That this advice was timely, of 
special significance, and well worth 
the serious consideration of and action 
by members is demonstrated afresh in 
a recent announcement from Supreme 
President Young to our. organizers. 
President Young very frankly states 
that there is a definite time limit—and 


The Fraternal 
tion, “The 


down 


a very brief one—to the privilege of 
transfer now being offered to all our 
inadequate rate members. Read the 


foliowing from our Supreme President: 

“*VYou should take heed that in all 
probability the transferring from old 
classes to the American Four under the 
present plan will probably be stopped 
July 1st. After that no one can trans- 
fer except on regular medical exami- 
nation, and only those within the ages 
given in the Constitution.’ 

“This means just what it says. We 
vrge all members not having yet trans- 
ferred to calmly appraise the situation 
and take action to protect their excep- 
tional privileges of transfer under the 
conditions now prevailing before the 
proposed tightening of the conditions 
goes into effect.” 


War Risk Bureau 
(Continued from page 4) 
months of the year 1919 has 

about double that experienced in 
same months in the year 1918. 
life insurance company has in its wis- 
dom recently increased its premium 
rates to guard against the extra mor- 
tality which may be expected by a re- 

currence of the influenza pandemic. 

Government’s Motive Unselfish 
“And so you see that you should im- 
press as never before the necessity for 
the continuation and conservation of 
the protection afforded by this War 
Risk Insurance. It is for the good of 
the men that this should be done. It 
is to the good of the country to see 
that it is done. Do not imagine for a 
moment that the Government wishes 
to have this insurance continued from 
any thought that it would profit by it. 
for this is not so. The Government's 
motive is unselfish in that it wishes 
the men to receive the benefit of the 


been 
the 
A large 








Business Books for Readers of 


THE EASTERN 


The Knack of Selling—3 vols.—$1.65 


The Knack of 
Selling is the 
boiled-down — ex- 
perience of 
dreds of star 
business winners. 
Its three handy 
volumes cover 
selling complete- 
ly. It takes you 
through the suc- 
cessive stages of 
the sale, from 
the preparation 
on through to the 
close. You can 
understand the 
laws of selling 
perfectly. Shows 
how to overcome 
weak points—win 
new confidence— 
and bounds, Each 
volume is divided into two parts, covering 
the phases of selling that are vital in win- 
hing success: 


Increase 


sales by 


leaps 


1—-Mapping out the canvass 

2—Managing the interview 

3—How and when to close 

4—Finding and correcting your weak points 
5—Getting in to see the prospect 
6—Acquiring the art of mixing 

Every successful man is a salesman, He 
sells his ideas, his services or his goods. 


He wins confidence, co-operation and loyalty 
through his ability ‘to persuade and convince. 


The Knack of Selling makes it possible for 
almost every man to be possessed of real 
selling ability. 


UNDERWRITER 


How to Write Business Letters—$1.35 


Whatever kind of letter you must write— 
sales, collection, credit or complaint—make 
sure that satisfactory results will follow. 
Read, How to Write Business Letters. This 
practical work was produced after a careful 
study of more than 1,900 letters—some un- 
usually successful, others partially so, and 
some which failed of their purpose. This 
book tells why they were successful or why 
they failed. How to Write Business Letters 
takes the actual every-day cor. espondence 
you receive and shows you specifically how 
to answer it with the best results. Shows 
you with reproductions of actual letters that 
have sold goods, collected accounts, in- 
creased trade and prestige for some of the 
shrewdest correspondents in America. Here, 
too, are reproduced whole series of follow- 
up letters that have won countless dollars 
in additional profit. A careful reading of 
one of the Series alone may give you new 


ideas for your letters worth thousands of 
dollars. It isn’t necessary to tell you that 
letters are vital to your business. You 
know it. If they are forceful, “live,” dip- 
lomatic, powerful, larger returns are sure 
to result. This book tells how to make 
them so. 160 pages. Illustrated, 


MAIL THE COUPON 





Can you use these books in your busi- 
ness? If so, just check and fill out the 
coupon below and send us your check 
to cover the cost. We shall see that the 
books are sent to you, all packing and 
shipping charges prepaid. 
THE EASTERN UNDERWRITER, 
105 William St., New York, N. Y. 








The Eastern Underwriter, 105 William St., New York, N. Y. 


Please send me the books I have checked. My 
check to cover all costs is enclosed. 
How to Write Business Letters...... $1.35 
The Knack of Selling—3 vols. ........ 1.65 
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generous offer made to them by the 
American people. Remember _ this, 
that the Government is not in any 


sense attempting to compete with the 
regular life insurance organizations, 
for there is no competition involved. 
The officers and agents and personnel 
of nearly every life insurance organi- 
zation throughout the country is back 
of and behind this scheme of War 
Risk Insurance with all their solidarity. 
They have extended the hand of co- 
operation openly and willingly, and 
their services are going to be and are 
now extremely valuable in this con- 
servation and conversion problem. The 
companies realize what the Govern- 
ment has offered to do, and they feel 





INSURANCE 
COMPANY 





THE TRAVELERS 


HARTFORD, CONNECTICUT 


WRITE THE GREATEST VOLUME Of 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 


THE OPPORTUNITY TO SUPPLY THESE 
NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 


INDEMNITY 
COMPANY 


INSURANCE 











that it is right that the Government 
should offer to do what it has done if 
only as a recompense in part for the 
Service of the Men. Nothing has been 
finer than the spirit shown by the in- 
surance fraternity, and we recognize it 
and appreciate it. So do not make 
comparisons because comparisons are 
not required. 

“This insurance is 
know only too well, to a _ restricted 
class, namely, men and women who 
have served in the active service of the 
Military and Naval Establishments. 
War Risk Insurance is not socialistic 
in its workings nor is there any poli- 
tics involved in it. It is the Country 
protecting its Protectors. The Govy- 
ernment has only bean able to grant 
cheaper insurance than you could have 
obtained elsewhere because, as I have 
said before, it pays the cost of admin- 
istration and the extra mortality costs 
due to the hazards of war. But it must 
do more. It must give service. Serv- 
ice is the keynote to the value of life 
insurance. It is hoped that the Bu- 
reau of War Risk Insurance will be 
able to reach that peak of high service 
which life insurance companies render 
to their policyholders and so make the 
adventure a constructive organ for 


issued, as you 


good. If it fails to do so, something 
greater than the failure of the work 
of the Bureau would be _ involved, 


something greater than the failure of 
the Administration at Washington, for 
it would be the failure of one of the 
greatest measures for the welfare of 
this country ever evolved. You have 


heard criticisms in the past of the 
Bureau. We all have. Some were de- 
served and some were not, but the 


main thing to remember is that in a 
year and a half something like $39,000,- 
000 of insurance was issued, and de- 
spite all the difficulties of hurriedly ob- 
taining personnel and equipment and 
proper office space the fundamental 
thing has been accomplished, namely, 
that the men have been covered, and 
their claims are being paid.” 
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lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
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THE LATE HENRY E. REES 

The death of Vice-President Rees, of 
the Aetna, removes from fire insurance 
a character highly esteemed, and one 
whose services were always at the 
demand of those working for the good 
of the business. His counsel will be 
particularly missed on Southern af. 
fairs. He served on innumerable com 
mittees where his innate courtesy, gen 
uine ability and tact helped iron out 
many a troublesome situation. 





RE-ENTERS MARINE FIELD 

The appointment of Talbot, Bird & 
Co. as general marine managers for 
the Springfield Fire & Marine has more 
than a passing significance. it means 
the re-entry into marine insurance of 
the Springfield Fire & Marine, which is 
one of the most distinguished insurance 
companies in the country, which is one 
of the best-known of insurance com- 
panies, and its early writings were 
largely marine. 

On the other hand, the appointment 
of Talbot, Bird & Co., Inc., is also an 
excellent one, as this is one of the 
oldest marine underwriting offices in 
the country, is ably run, and has the 
representation of the Aetna as general 
marine agents, of the Franklin as gen- 
eral marine manager; while it has the 
local representation of the National of 
Copenhagen and the Union Hispano- 
Americana de Seguros, 8. A., of Havana. 





THE MANHATTAN’S EXAMINATION 

The report of the New York Insur- 
ance Department upon the Manhattan 
Life will give considerable satisfaction 
to friends of that Company although 
the findings of the examiner are not a 
surprise, it having been generally known 
that the 100 per cent. rental of its 
New York office building, and able hand- 
ling of other real estate and of loan 
transactions by the Company greatly 
improved its affairs. The department 
unqualifiedly endorses the work of the 
officers in the conservation of assets 
and the management of the Company, 
and says that it has reached the turning 
point in insurance production and is 
going ahead. With a fine recognition 
of their responsibilities and a courage 
and optimism splendid and with few 
parallels in life insurance the present 
Officers of the company buckled down 
to the task of putting it on a bed- 





rock basis. This the department finds 
has been done. There has been a keen 
eye kept on expenses, the agency force 
is strengthened and for several years 
there has been an improvement in 
mortality, which would have continued 
in 1918 had it not been for the influenza 
which hit the Manhattan as it did other 
companies, although the Manhattan’s 
influenza mortality losses were not high. 
There should be smoother sailing for 
the Manhattan from now on. 

The attitude of the New York Insur- 
ance Department towards the Manhat- 
tan Life has been an illustration of 
state supervision at its high water mark. 
The department has been sympathetic 
and just, but helpful at all times, and 
now has the satisfaction of knowing 
that its co-operation has been the best 
thing which could have happened for 
the policyholders. 


RAILROAD SECURITIES 

The address of S. Davies Warfield, 
president of the National Association 
of Owners of Railroad Securities, de 
livered before the annual convention 
of the Missouri Bankers’ Association 
this week, was of pertinent interest to 
insurance men. More than 50,000,000 
people in America are interested in 
railroad securities. Thirty million own 
unduplicated policies of life insurance, 
and their insurance companies have one- 
quarter of their investments in railroad 
securities. Every man who has insured 
his life has. therefore, one-quarter of 
the money to protect his family and 
those to come after them invested in 
these securities. 

The plan of the Association in brief 
provides for the organization by act 
of Congress of the National Railways 
Association. Into this association 
would be paid earnings in excess of 6 
per cent. The plan will protect property 
investments and will prevent govern- 
ment ownership. 





APPOINT R. W. GILLESPIE 

Robert W. Gillespie has just been ap- 
pointed special agent representing the 
Girard Fire and the Mechanics’ Insur- 
ance Company in the territory covering 
Eastern Pennsylvania, Southern New 
Jersey, Delaware and Maryland. Mr. 
Gillespie was formerly superintendent 
of agents for the Pittsburgh Fire Insur- 
ance Company. 





OFFICES CONSOLIDATED 
The Automobile Detective Bureau is 
now located at 140 Nassau Street, New 
York, on the same floor with the Na- 
tional Automobile Conference, the East- 
ern Conference and the Stamping 
Office. 





WILL VISIT AMERICA 
Representatives of the Home Office 
of the Phoenix, of London, are due here 
in June. 





WILL INCREASE CAPITAL 
A substantial increase in capital and 
surplus is being planned by the Com- 
mercial Casualty, Newark, to be com- 
pleted about July 1. 





Captain L. H. Turner, marine sur- 
veyor of the Fireman’s Fund, has been 
placed in charge of the lining and 
loading of vessels carrying Grain Cor- 
poration cargoes out of San Francisco. 
This applies to all shipments insured 
by the Grain Corporation. 





Several of the large companies along 
William street have changed their clos- 
ing hour to 4.45 o’clock, the idea being 
to help eliminate the rush on the sub- 
way and the elevated railroad, 


Considering Move 
To New Jersey 


PLANS 





GLOBE INDEMNITY’S 





Option Obtained on Land Fronting 
Park—Tentative Plans for 
Building 





Considerations by the Globe Indem- 
nity to remove the home office to 
Newark, N. J., have progressed to the 
point of the Company obtaining an op- 


tion on a parcel of ground at Halsey f 
Street, Washington Street and Central } 


Avenue, on what is known as Washing- 
ton Park. This would be an ideal loca- 
tion. It is near the Hudson tubes and 
other transit lines. 

Just how the Company intends to ex- 
ercise this option the officials are not 
prepared to say. President Reid is on 
a business trip, from which he will re- 
turn the 
Whether the Company will erect its 
own building in Newark is not definite- 
ly decided, but what appears more cer- 
tain is that the Globe will make some 
arrangement by which its home office 
shall be removed to New Jersey. 

Tentative Plans Drawn 

This project has been under con- 
sideration for a year or more. Tenta- 
tive plans for a building have been on 
paper for some time. When the eleva- 
tion was drawn it was found that it 
closely resembles the Liverpool & Lon- 
don & Globe Building in Montreal, al- 
though that is merely a co-incidence. 
This tentative design is not unlike that 
of fire insurance company buildings in 
cities like Hartford. 


Necessity for the Globe finding new 
quarters grows out of the sale of its 
present location, 45 William Street, to 
a banking concern. Several years ago, 
when F. H. Kingsbury, now of the 
Globe, was with the United States 
Casualty, he recommended to President 
Lott that he consider removing the 
home office of the United States Cas- 
ualty to New Jersey. This came about 
in the course of a search for ideas on 
increasing the efficiency of the home 
office. Among the replies that came to 
Mr. Lott’s desk from department heads 
was this from Mr. Kingsley: ‘‘Move to 
Jersey.” Mr. Lott thought it was a 
ioke and as he was not then part’ 
larly seeking amusement he asked for 
an explanation. Mr. Kingsbury. con- 
vinced him that it was no joke and pro- 
ceeded to show how efficiency is retard- 
ed in crowded, noisy quarters. But the 
United States Casualty stuck to New 
York and has since been comfortably 
located at 80 Maiden Lane. 

Many Employees In Jersey 

When the Globe found that it must 
move, the New Jersey proposition be- 
gan to take root. President Reid lives 
in Glen Ridge, just outside Newark and 
a large number of the employees live 
in New Jersey. 

As regards labor turnover it is 
thought that if anything this e«*’ 
would be less in New Jersey than in 
New York. Newark is surrounded by 
many smaller towns easily accessible. 
A large portion of those who reside 
there went to the country with the idea 
of remaining, whereas in a city the size 
of New York there is a larger floating 
population and less stability. 

The Metropolitan Department of the 
Company at 19 Liberty Street has grown 
rapidly under Manager Grahame and is 
fully prepared to handle the New York 
situation. As to the Company’s busi- 


ness outside the Metropolitan District. 
it is hard to see how it could lose anv- 
thing by removing to a great industrial 
center Iike Newark, only nine miles 
away. 


latter part of this month. f 








a 


THE HUMAN SIDE 


STM PUVANNGENUONNNSNNAUANNAOONNNOUNEAAAEONOUNNNDOGEAAENALONENN A AAAUA ADA EAA NENT has 


HALTED. 








al 


COL. HENRY D. LINDSLEY 





Col. Henry D. Lindsley, head of the 
Bureau of War Risk Insurance, was 
elected permanent chairman of the 
American legion, the new association 
of World War veterans which was or- 
ganized in St. Louis last week. He was 
the candidate of Lieut.-Col. Theodore 
Roosevelt. Colonel Lindsley was for- 
merly Mayor of Dallas; enlisted when 
the war started; was sent to France; 
and succeeded the late Major Willard 
Strait as head of the War Risk Bureau 
in France. Later, he was transferred 
to Washington and became director of 
the Bureau, where he has done splen- 
did work, which has been endorsed by 
life insurance companies, agents, the 
public and the higher government 
officials. 

* * o* 

Dr. W. W. Beckett, medical director 
of the Pacific Mutual Life, recently 
visited some of the movie studios and 
was photographed with moving picture 
stars. Two of these photographs, one of 
them showing the doctor feeling the 
pulse of “Fatty” Arbuckle, are printed 
in the current issue of the “Pacific 
Mutual News,” which, by the way, con- 
tains more pictures and reading matter 
than any of the publications issued by 
life insurance companies. 

* 

Albert C. Dabbs, F.R.G.S., has been 
appointed principal broker at Lloyd’s 
to Tuck, Beddall & Co., Ltd. For some 
years he was marine broker to C. E. 
Heath & Co., Ltd. 

* * * 

George Goodwin, of Hartford, has 
been elected to the newly created of- 
fice of Assistant Secretary of the Acci- 
dent Department of the Connecticut 
General Life Insurance Company. He 
entered the employ of the company in 
1912 when the accident department 
was organized, taking the position of 
underwriter. For ten years previous 
he had occupied a similar position with 
the Aetna Life. 

- * e 

Norvell H. Cobb, now manager of the 
Denver, Colorado, Branch Office of the 
American Surety Company of New 
York, will come to New York to assume 
the position of manager of the Com- 
pany’s Brokers Branch. 

Ralph P. Luckett, under whose super- 
vision special attention has been given 
to the development of burglary insur- 
ance, will become manager of the burg- 
lary insurance division. 

F. E. Brisbine, now District Special 
Agent for the Denver, Los Angeles, 
Portland, Salt Lake City, San Francisco 
and Seattle Branch Offices, will succeed 
Mr. Cobb as manager of the Denver 
Branch Office. 
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FIRE INSURANCE DEPARTMENT 





C. E. Robb Resigns 
From Auto Conference 


INSURANCE MAN _ SINCE 1910 





Goes With H. K. Fowler Office as Man- 
ager of Automobile Department, 
Succeeding S. G. Wright 


Carroll E. Robb has resigned from 
the automobile conferences with which 
he has been connected in an official 
capacity, to become automobile under- 


writing manager for the H. K. Fowler 
Agency in New York. S. G. Wright, 
who has had charge of the automobile 
department in 
that office, will 
hereafter han- 
dle the marine 
business, The 
H. K. Fowler 
office writes 
automobile _ in- 
surance through 
the Columbia, 
Union Marine, 
Thames & Mer- 
sey and Phoen- 
ix Assurance. 
Shortly after 
Mr. Robb left 
college, in 1910, 
he became con- 
nected with the 
Ocean Accident 
and was later with the 














& Guarantee 
General Adjustment Company in Pitts- 


burgh. In 1912 he engaged with the 
automobile conference which was then 
a single body not divided territorially. 
In 1916 the Eastern and the New Eng- 
land Conferences were formed and Mr. 
Robb became assistant secretary of 
them. In 1918 he was also made assist- 
ant secretary of the National Automo- 
bile Underwriters’ Conference. 

Mr. Robb, who is a son of Manager 
Robb, of the New York Fire Insurance 
Exchange,,is one of the most brilliant 
young men in insurance. 











OPEN IN NEWARK 





Central Fire Office, Inc., of New York, 
Leases Building at 34 Clinton 
Street 





The building located at No. 34 Clin- 
ton Street, Newark, has been leased 
for a term of years by Mrs. Carrie B. 
F. Fuld of South Orange, to the Central 
Fire Office, Inc., of New York. 

The Central Fire Office, Inc., was 
represented in the transaction by Wil- 
liam J. Reynolds, its vice-president and 
general manager. 


The lease was negotiated through 





End of British Fire 
Companies’ Committee 


ITS 


FULFILLED PURPOSES 





Companies An Integral Part of Amer- 
ican Underwriting; Committee 
Was Organized 40 Years Ago 





The British Fire Insurance Com- 
panies’ Committee has been discon- 
tinued, as its members believe that it 
has outlived its usefulness and that the 
interests of the British companies in 
this country are sufficiently safeguard- 
ed by the membership of these com- 
panies in such organizations as the 
National Board of Fire Underwriters, 
National Conference of Automobile Un- 
derwriters, New York Fire Insurance 
Exchange, Eastern and Western Union, 
focal boards of fire underwriters, etc. 

The inspiration of this committee 
was the desire to have some consulta- 
tive body to consider questions which 
arose relative to trusteeships, financial, 
legal and other matters in which the 
British companies had a common in- 
terest. 

The committee, which had no juris- 
diction of any kind over underwriting 
or agency propositions, was formed 
about forty years ago, and for many 
years Henry W. Eaton, then United 
States Manager of the Liverpool & Lon- 
don & Globe, was chairman. When 
Mr. Eaton retired Charles Lyman Case, 
United States Manager of the London 
Assurance, became acting chairman. 
Recently, it was decided that there was 
no longer necessity for such a com- 
mittee. Members said that the foreign 
companies did not consider themselves 
in any way a separate unit; that they 
were an integral part of the fire insur- 
ance business of this country; and that 
their interests were thoroughly pro- 
tected by the various organizations and 
boards in insurance in all of which 
they are members on the same plane 
as the American companies. 





COMMISSION SITUATION CLEARING 

Automobile commission conditions in 
New England show signs of further 
settlement and it is hoped, permanent 
stability. 





1918 EXPERIENCE WANTED 
The Automobile Conference is soon 
to ask the member companies for their 
1918 experience’ in order that it may be 
combined with that of 1917 as speedily 
as possible. 


the Central Property Department of 
Louis Schlesinger, Inc. 





> — THE AUTOMOBILE 


INSURANCE COMPANY 
OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,216,200.73 | 


LIABILITIES, EXCEPT CAPITAL 


$5.38 2,334.00 | 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 





FIRE MARINB WAR RISK i 
TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 

PROFITS EXPLOSION SPRINKLER LEAKAGE 

HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 

FLOATERS LEASEHOLD INLAND TRANSPORTATION | 


REGISTERED MAIL 


Affiliated with 
ZETNA LIFE INSURANCE CO. 
JETNA CASUALTY & SURETY CO. 


— — 





=—————_—_—_—_—_— 











GENERAL AGENTS WANTED 





Insurance 


THE ROYAL EXCHANGE ASSUR- 
ANCE (Marine Dept.) OF 
LONDON, ENG. 


Automobile 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


Surplus United States Statement....$ 461,101 
Surplus Home Office Statement...... 11,727,022 


Surplus 
THE TOKIO MARINE AND FIRE 
INSURANCE CoO. 

LTD., OF TOKIO, JAPAN 
(Marine Department) 

Surplus United States State- 
ee ere $562,916 
Surplus Home Office Statement $7,433,611 


UNITED STATES LLOYDS, Inc., 
of NEW YORK, N. Y. 


cedeavesesevsssacoonecesasecosese $830,150 


APPLETON & COX, Attorneys 
3 So. William St. NEW YORK 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 


Surplus 























NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 





LEWIS & GENDAR, INc. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Asse. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Inc. of N. Y. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins. Co, of Mich. 


Employers’ Lia. Assce. Corp. of London 
Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6871-6372 
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BROKERS ACTIVITIES 





BROKERS’ BULLETIN 





Organ To Resume Its Publication 
Shortly; Discontinued Dur- 
ing the War 





That breezy and sharp-spoken little 
paper of the local brokers’ association, 
which was always read with interest in 
underwriting offices, is shortly to re- 
sume publication, with Editor Silvey at 
the helm. The Bulletin discontinued 
during the war because of the paper 
shortage. Persons who like their litera- 
ture straight or, (to mix the simile a 
trifle), who call a spade a spade, are 
sorry the Bulletin was not published 
about the time the new automobile 
rates came out. “If it had bee .” said 
one of the members of the brokers’ 
association, “we would have had the 
Bulletin printed on asbestos.” 

The automobile rates and the mutual 
automobile competition are still two of 
,the most pungent sources of conversa- 
tion in the brokerage offices. 

e 7 e 

Engineer For Wade & Hamilton 

George M. McClain, who was former- 
ly engineer for Ream, Cromwell & 
Wrightson, has been made engineer 
for the Wade & Hamilton Cw., Ine 

* . * 


Two More For Baseball League 
Cornwall & Stevens and F. S. James 
& Co. have both organized baseball 
teams which have been admitted tothe 
Insurance League. 
_ . * 
Prindiville, Coxson & Co. 
Thomas J. Prindiville formerly of 
Johnson & Higgins, has formed a co- 
partnership with Arthur Coxson at 8@ 
Maiden Lane, New York, and 160 West 
Jackson Boulevard, Chicago, to do a 
general insurance business. Mr. Prindi- 
ville has also been made a director of 
the Rollins, Burdick, Hunter Co., Chica- 
go and New York, and will be manager 
of its marine department with head- 
quarters in the Royal Building, Chicago. 
. c * 


Follis and Kielty Back 

Sergeant Richard Follis, who was 
schedule man for Fargeon, Ballin & Co., 
and Sergeant Thomas A. Kielty, placer 
for the same firm, have returned from 
France. Sergeants Follis and Kielty 
went to France in April, 1918, with the 
77th Division, and Sergt. Follis received 
a citation for bravery. It is expected 
that both these men will be discharged 
shortly and will return to Fargeon, Bal- 
lin & Co. 





WILL NOT RATE TRAILERS 


Automobile Conference May Decide on 
Definite Policy at Meeting Later 
This Month 





For the time being the Automobile 
Conference considers that trailers at- 
tached to motor trucks are not a proper 
class for it to rate. The subject will 
likely come before the May meeting 
for further consideration. The trailer 
has not the fire hazard of an automo- 
bile, it might be attached to a horse 
drawn vehicle as well as a motor or 
it might be used part of the time at- 
tached to a motor. Of course, it might 
be stolen but the theft hazard is not 
regarded in the same light as the usual 
theft of an automobile. The Bureau, 
handling liability and collision hazards, 
sees hazards in the trailer that it re- 
gards suitable subjects for rating and 
additional premium. In collision mat- 


ters affecting trailers the Conference 
follows the Bureau. The use of trailers 
is not yet much of a factor in insurance 
but it may soon become necessary for 
this type of vehicle to be clearly de- 
fined in automobile rate schedules. 


TOBACCO INSURANCE PIONEER 





Death of William C. Pate, of Pate & 
Robb, at Age of Seventy- 
Four 





William C. Pate, of Pate & Robb, died 
at his home, the Belnord Apartments, 
on Saturday evening, May 10. Mr. Pate 
was at the office on Saturday morning, 
and with the exception of a cold, was in 
good health. His sudden death was 
ascribed to a combination of asthma 
and heart dilation. 

Fifty years ago Mr. Pate started in 
business with Mr. Robb, and was a 
pioneer in tobacco insurance. When 
they started Mr. Pate did all the out- 
side placing. The business grew until 
the firm became one of the best known 
on the Street. Mr. Pate was 74 at the 
time of his death, and was a veteran 
of the old seventh regiment. When the 
so-called tobacco trust was in existence 
Pate & Robb handled practically all of 
its insurance. 





FIRST RE-INSURANCE SALE 





Stock To Be Auctioned on May 21; 
Company Outside of Hartford 
To Bid 





The sale of 4,505 shares of the cap- 
ital stock of the First Reinsurance 
Company, which was scheduled to take 
place in Hartford May 7th, was post- 
poned until May 21. It will take place 
in the office of the company on the 
eighth floor of the Hartford-Aetna Bank 


Building in Hartford, and Francis P. 
Garvan of New York City, alien prop- 
erty custodian, will have charge of the 
transfer. “4 
The stock which is to be scheduled 
to be sold is supposed to be held or 
owned by alien hands, by a German 
corporation or by German citizens. Of 
it, 4,000 shares are believed to be 
owned by the Munich Reinsurance 
Company of Munich, Bavaria. It is be- 
lieved that 505 shares are held by per- 
sons who are or were German citizens 
and who are or were in this country. 
The Munich Reinsurance Company 
went under the ban at the time this 
country went into the world war. The 
First Reinsurance Company is a Con- 
necticut corporation and Hartford mem- 
bers of its board of directors at the 
time of its incorporation were Charles 
E. Gross, Meigs H. Whaples and Gil- 
bert F. Heublein. It is the belief of 
some that the new owners will be a 
company outside of Hartford. 





LEAKAGE CONFERENCE MEETS 

The sprinkler leakage conference 
meeting was held on Tuesday, May 13. 
After several hours’ discussion no de- 
cision was arrived at regarding the 
new form B sprinkler leakage contract. 


NEW YORK STATE DEPARTMENT 


HUMBOLDT FIRE OF PA. 


CAPITAL FIRE OF N. H. 
PERCY B. DUTTON, 





JEUTONIA FIRE OF PA. 


one OF GA. 
Manager, “ROCHESTER 














SCHAEFER & SHEVLIN 


100 William Street 


Excellent Facilities for Handing Suburban Business 


GENERAL AGENTS 
| FIRE and AUTOMOBILE INSURANCE 


New York, N. Y. 


Phones John 1167, 1168 











ASSET 
NI, 5 cccercinsieceseebars $950,505.65 
Stocks and Bonds........cccceee * 02,499.50 
BEES NUN Scexccsdonsudanesiens 103,540.90 
Cash in Office and Banks...... 162,884.18 
Interest Due and Accrued...... 


SY SD Cntcestocciccncescecee 
Agents’ Balances 
Collateral Loans 
Re-insurance Losses Due From 

Other Companies ...........++ 858.52 


$1,750,616.04 


ates HEER, Vice-Pres. & Secy. 
- H. TRIMBLE, President 





THE SUPERIOR FIRE INSURANCE co. 


Conservative -- Sound -- Progressive 
Statement January 1, 1918 


LIABILITIES 
RRND = sicarasaimerdansoeniweeeel $ 300,000.00 
Unadjusted Losses ............- 93,290.82 
TNL. annasvenssdecatepneeseeusa 1,024,694.02 
Other Liabilities ........cccsees 28,500.00 
Pee CRNND - ccacdacnnsenceesaens 304,131.20 
$1,750,616.04 








F. W. SCHRATZ, Asst. Secy. 














THE LEADING FIRE COMPANY 
OF THE WORLD 





THE HANOVER 


FIRE INSURANCE COMPANY 
Incorporated 1652 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of 
HANOVER is an absolute assurance of 
the security of its policy. 

R. EMORY WARFIELD, President 
FRED. f. HUBBARD, Vice-President 
E. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 

















Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 











PHILADELPHIA 














ADEQUATE | CLARENCE A. KROUSE & CO. SATISFACTION 
FACILITIES LOCAL aND GENERAL AGENTS SERVICE 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 





PENNSYLVANIA NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA, 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 


Home Office: 68 William Street 
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American Company 
Enters Argentine 


FIRST A. F. I. A. APPOINTMENT 





U. O. Michaels, North America Spe- 
cial, Who Went to South America 
for Association, Back 





U. O. Michaels, of the Insurance 
Company of North America, who went 
to South America as a representative 
of the American Foreign Insurance 
Association, has returned, and on Fri- 
day afternoon of last week made a re- 
port to the association of fire insurance 
conditions in South America and of 
the prospects of American companies 
doing business there. A. C. Baillie, of 
the Home, who was with Mr. Michaels, 
is still in South America. 


Association Making Progress 


The American Foreign Insurance 
Association has made an appointment 
in Argentine and by July 1 it is thought 
will have at least three agencies there. 
As has already been published there 
are now agencies of American fire in- 
surance companies in Australia and 
New Zealand, and it is believed that 
during 1919 there will also be agencies 
in the Philippines, Japan, Chile and 
some other countries; so it will be seen 
that the association is making progress 
and that the entering wedge has been 
made in foreign fire insurance country 
expansion. Howard Moore, of the 
Home, who has been in the Philippines, 
is now in Japan, while two representa- 
tives of the association are in Europe. 

Mr. Michaels sailed for South Amer- 
ica on September 20. He arrived in 
Rio on October 20; in Argentine on 
January 29; and in Santiago on March 
24. He returned last week. In a talk 
with a reporter for an insurance paper 
Mr. Michaels said: 

“The South American fire insurance 
situation is entirely different from con- 
ditions in this country. They know 
nothing of the agency system as we 
have it here. There the business is 
conducted by the native fire insurance 
companies, and the English fire insur- 
ance companies. In some of the largest 
cities the brokerage business is de- 
veloping, but generally speaking the 
business is brought direct by the in- 
sured to the companies. 

Alliancia Largest Company 

“There are already quite a number 
of these local companies, the largest of 
which is the Alliancia, of Bahia, Brazil. 
This company does the largest business 
and collects what would be the equiv- 
alent of one-half million dollars in 
premiums annually. 

“The building construction was very 
good, better than might be expected. 
This was especially true of the larger 
cities, where the fire protective meas- 
ures, while not modern as we know 
them, seemed to be fairly adequate. 


Farm Properties 
Hard to Insure 


FEDERAL LAND BANK’S CASE 
Difficulty Experienced in Finding 
Carriers to Accept Lines in 
Several States 








In relation to the proposal of the 
Federal Land Bank that mutual fire 
companies co-operate with it by writing 
insurance on properties on which the 
bank might lend money, Harry P. 
Cooper, secretary of the National 
Association of Mutual Insurance Com- 
panies, says: 

“The Federal Land Bank advises me 
that in some states there are no mu- 
tuals writing farm insurance nor will 


the stock companies write this class of 
property. It is claimed the Land Bank 
does not care to make loans on unim- 
proved farms and it is one of their re- 
quirements that insurance be carried 
so that if the improvements are de- 
stroyed the insurance may be used to 
replace them. It is because borrowers 
were unable to get insurance at all in 
some states that the bank’s requests 
were made. 


“The suggestion has been made that 
this Association co-operate with the 
Land Bank and with others interested 
in an effort to supply this want by the 
organization of local mutuals or other 
means. It has been found, however, 
that in some of those states it is im- 
possible to organize such companies. I 
am advised, however, that bills have 
been introduced in certain of the states 
that would permit of such companies. 
I am advised also by stock company 
representatives that they formerly 
wrote in some of those states but to 
use the words of Mr. Doyle, of the Na- 
tional Board, ‘They quit because they 
got their coat-tails burned off.’ It is 
the feeling of this Association, how- 
ever, that if the cause for this demand 
is removed much will have been accom- 
plished.” 


Outside the larger cities there would 
not be much business, except on a few 
coffee plantations and large ranches. 


“Nearly all transactions are settled 
for in currency instead of cash and in- 
dividuals carry about large sums in 
grips and bags which are apparently 
left about with much carelessness and 
with no thought of theft. 


“In Buenos Aires they had snow last 
June, the first time in practically a 
century, and it was much talked of. 
Last fall the ravages of the influenza 
epidemic at Rio de Janeiro were ter- 
rible. Over forty thousand people died 
in that city in three weeks. The city 
itself was prostrated and the dead 
were carted away like cattle and some- 
times even that was not possible.” 











sha 





Tg 
yY 











| every honest claim. 





HOME OFFICE: 






dali? & 
(AMERICAN EAGLE 
\ INSURANCE 
rCaMPANY 


AMERICA 


“AMERICA FORE” 


The American Eagle on the shield and currency 
of the United States typifies the protection afforded 
by our Government to all Americans. 

The American Eagle [ire Insurance Company is 
typically an American Institution, affording protec- 
tion to American property-holders. 
is warranty of prompt and equitable settlement of 


WESTERN DEPARTMENT: PACIFIC COAST DEPARTMENT: 
P. 0. Box 1030 City Hall Station ALFRED STINSON, Secretary 
80 Maiden Lane, New York 207 W. Jackson Blvd., CHICAGO 
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Its management 








We want to make good Insurance, responsible | 
Agents and American Eagle synonymous in the 
minds of American assureds. 


AMERICAN EAGLE | 


Fire Insurance Company 


Cash Capital—One Million Dollars 


HENRY EVANS, President 


Insurance Exchange Bldg., 
SAN FRANCISCO 











| A GOOD COMPANY TO REPRESENT 

















WOULD CHANGE ENDORSEMENT 
Recommendation Made That Special 
Automobile Equipment Need 
Not Be Listed 
It has been recommended to the 
National Interim Committee of the 
Automobile Conference that the pres- 
ent form of special equipment endorse- 
ment be amended by deletion of the 
words “the following described” and 
the word “viz” and of the blank lines 
for the listing of special equipment, 
making this endorsement read as fol- 

lows: 


“In consideration of additional prem- 


= et rere the sum under this 
policy is increased by $........... to 
cover only special equipment not fur- 
nished with the automobile by the 
manufacturer at its list price.” 

This change has been approved by 
the Eastern, New England and the 
Southern conferences. The difficulty 


experienced in obtaining correct lists 


CHANGES ITS NAME 


Federated British Insurance Company 
Represented in This Country By 
E. E. Hall & Co., New York 


The National British & Irish Millers 
Insurance Company, of London, has 
changed its name to the Federated 


tritish Insurance Company, of London. 
In this country E. BE. Hall & Co. rep- 
resent the Company, and it writes 
sprinklered risks only, its policies 
being guaranteed by the Motor Union 
Insurance Company, Ltd. 


LIBERTY FIRE’S PLANS 

The Liberty Fire of Omaha will write 
re-insurance business during 1919, and 
next year will write direct fire, auto- 
mobile and marine. John A. Wachter, 
a retired business man, is president of 
the Company, and P. F. Zimmer is man- 
aging underwriter. The Company plans 
$200,000 capital and $200,000 surplus. 


of special equipment is largely respons- 
ible for the change. 








San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Surplus - - - - . 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 
1904 - - - - - 










U. S. Cash Assets, Dec. 31, 1918 $17,083,985.30 


Iverpool 


4,880,795.09 
3,239,491.00 
1,427,290.00 


1,051,543.00 


am Eondon 
am Globe 
Insurance Co. 


CIMICED 






Over 


$160,000,000.00 


Losses Paid in the United States 


HUGH R. LOUDON, Manager 
J. B. KREMER, Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 
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Planning Purchase 
In William Street 


DWIGHT & HILLES TO MOVE 
Lehn & Fink and Adjoining Property 


Involved—Resumption of Building 
in John Street 





Dwight & Hilles, 56 Maiden Lane, 
have entered into a contract to pur- 
chase the Lehn & Fink property at 120 
William Street, extending around into 
John Street. It is an eight-story build- 
ing in good condition. Negotiations 
are pending on other property adjacent 
to this building. The Federal Reserve 
Bank has purchased the properties at 
56 and 58 Maiden Lane, which necessi- 
tates a move by the Employers Liabil- 
ity, of which Dwight & Hilles are resi- 
dent managers. At 56 Maiden Lane are 
also Wallace Reid, Dinsmore & Son 
and Benjamin & Hastings. At 58 
Maiden Lane the Hartford, the Citizens, 
the Sterling Fire and the American 
Automobile have offices; also Tynberg 
& Co., and Alfred and George Franken- 
thaller, brokers. These tenants do not 
in most cases have to vacate for an- 
other year. 

May Complete Building 

Construction on the building at John 
and William streets is likely to be re- 
sumed soon. The permit has been ex- 
tended once or twice and unless the 
owners proceed with the work, which 
was stopped after two stories had been 
erected, the new building law will not 
permit them to carry the structure to 
twenty stories, as they wish. The new 
law would limit them to twelve stories. 

The constant and growing demand 
for space in the insurance district re- 
sults in many reports of building plans 
and alterations of various kinds, with 
a general shifting of other lines of 
business to make room for the insur- 
ance expansion. 

As soon as it was known that one 
company contemplated building a home 
office structure in Newark, exclusively 
for its own use, several other com- 
panies suggested that if the building 
were made large enough they would 
also take space in it. 


CLUB OPEN TO SHIPPERS 


At the last meeting of the Marine 
Insurance Club, it was decided that 
shippers and exporters were eligible 
for membership in the club. Applica- 
tions can be obtained from Joseph 
Lane, the secretary of the club at 82 
Beaver street. A committee was ap 
pointed to secure new rooms for the 
club, as their present lease expires 
shortly. While this club is still in 
its infancy, it is fast becoming an im- 
portant factor in the business. The 
admission of shippers and exporters 
will do a great deal to bring insurance 
closer to other lines of business. 


MERCHANTS BUYS LAND 
The Merchants Fire has purchased 
two plots at the northwest corner of 


John and Gold streets, New York. One 
plot is 41 x 97, the other 27 x 103. The 


Merchants now occupies a floor at 45 
John street and in making this purchase 
is anticipating future needs. 


Hartford to Move; 
New Building Planned 


GREAT GROWTH UNDER BISSELL 


Company’s Assets $40,473,888 on 
December 31; Policyholders’ Sur- 
plus of $11,823,660 


The Hartford Fire Insurance Com- 
pany is to remove from the corner of 
Trumbull and Pearl Streets in Hart- 
ford to Asylum Avenue. Although the 
deeds have not yet been passed, the 
Company expects to complete the for- 
mal transfer within a few days. The 
company plans to move to Asylum 
Street as soon as a_ sguitable office 
building can be erected. The Hartford 
Fire’s negotiations for the new prop- 
erty, which is at present occupied by 
the American School for the Deaf, is 
an indication of the great growth of 
business under the present manage- 
ment of the company, of which Richard 
M. Bissell is president. 

The first meeting of the Hartford 
Fire was held in Ransom’s Tavern in 
Hartford. For a time the company’s 
offices and those of its secretary were 
located at 26% State Street. In 1836 
the company’s offices were at 16 State 
Street. The third home of the company 
was on Main Street on the present lo- 
cation of the State Bank. In 1870 it 


moved into the company’s present 
building at 125 Trumbull Street. This 
building was remodelled seven years 
ago and enlarged by adding two 
stories. 

The officers of the Company are: 
President, Richard M. Bissell; vice- 
president, Whitney Palache; vice- 
president, James Wyper; secretary, 
Frederick Samson; secretary, S. E. 
Locke; recording secretary and treas- 


urer, D. J. Glazier; assistant secretary, 
Thomas H. Scotland. 

On December 31st the assets were 
$40,473,888,62, the main items being, 
Liberty Bonds, $4,888,000; railroad and 
miscellaneous bonds, $16,402,698; cash 
in hands of agents and in the course 
of collection, $6,324,574.78. Of the lia- 
bilities, the main items were, Capital 
stock, $2,000,000; reserve for unearned 
premiums, $23,170,416.60. The net sur- 
plus was $9,123,660.08. 

The surplus to policyholders 
$11,823,660.08. 


was 





CITY CLUB’S OUTING 

At the regular monthly meeting of 
the City Insurance Club the date of 
the outing was set for June 14, and is 
to be held at Witzel’s Grove, Long Is- 
land. There were fifty-four members 
present at this meeting. They were 
entertained by a three-piece orchestra, 
and received a report of the success of 
their recent Victory Loan drive. The 
team of Austin Crehore won the 
honors for having received the great- 
est number of subscriptions. During 
the time of the drive the City Insur- 
ance Club sold over $843,750 for the 
Victory Loan, and received over 1,170 
subscriptions. 





Major A. White, president of the City 
of New York and the New York Plate 
Glass, is on the Coast. The list of 
prominent underwriters who have visit- 
ed the Coast this year is long. 





95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 





CRUM & FORSTER 


GENERAL AGENTS 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


NEW YORK CITY 


The North River Ins. Co., N. Y. 


Union Fire Ins. Co., Buffalo, N. Y. 


San Francisco, California 
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“The Leading 
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WM. B. CLARK, President 


Co. of 


America” 


One Hundred Years of Service 
Losses Paid over $174.000.000 
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VALUABLE TO ANY AGENCY | 


No overhead writing. Attractive advertising matter for agents.’ 
Helpful suggestions from Field’ Force’and Home Office. Up-to-date 


Prompt and equitable 
adjusiments. . Cash Capitaf, $1,000,000.. Policy Holders’ Surplus, ‘ 
Assets, $5,274,000. Writes. Fire, Windstorm, Explosion, 
Riot and Civil Commotion, Rent, Profits; Leasehold, Use’ and Occu- 
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Satisfactory line. 


Displays a sincere 
Extends a general 











Tae a [7 
ca 
D ta © 





SELLE A EL CLEL SEES 








sy 

















FIRE 
RE-INSURANCE 
NORWEGIAN ATLAS INS. 


15 William Street 
New York 

















Co., Ltd. 


New York 


WEMPLE & COMPANY, Inc. 














o0UCUC kl 


ef nreaorweaA Oa a ot 


nowy 


Sepocrsd a 














May 16, 1919 


THE EASTERN 


UNDERWRITER 


17 





B. C. Crittenden Talks 
To Up-State Specials 


ON SPONTANEOUS _ IGNITION 





Connecticut Fire’s Special Agent Tells 
of Hazards Which Have Affinity 
for Oxygen 





The Western New York Field Club 
held its regular monthly meeting and 
dinner at the Hotel Powers, Rochester, 
on May 9th. An interesting paper on 
the subject of “Spontaneous Ignition” 
was read by B. C. Chittenden, special 


agent of the Connecticut Fire. He said 
the following substances should not be 
stored together: Lamp black with fats, 
oils or sulphur; metal in powder form 
with damp substances; oil of turpen- 
tine or mineral acids; resins and tur- 
pentine with iodine or chlorine; car- 
bides and quick lime with water, damp 
substances or acids of any kind; strong 
sulphuric acid with saltpeter or any of 
the nitrates and chlorates. 

Continuing he said that charcoal 
powder when freshly calcined and ex- 
posed to air or tightly packed as well 
as sulphur and lamp black is pretty 
sure to ignite spontaneously. 

Paper, straw, shavings, wood and 
wool must be kept away from all 
pickeling solutions, as well as away 
from nitric acid. Pickeling is a term 
used for cleaning the surface of metal 
objects by dipping in nitric or sulphuric 
acid. 

Textiles 

Textiles which have become impreg- 
nated with saltpeter are highly in- 
flammable. Chloric acid and practical- 
ly all of the chromates when in combi- 
nation with organic substances will 
cause spontaneous ignition. Phosphor- 
ous when exposed to the air will slowly 
oxidize and generate heat and then 
burst into flame. Phosphorus is gen- 
erally found in wholesale drug stores 
and, of course, in match factories. 
Lamp black, when moist or piled in 
quantities, will give action in a short 
time. It will be found in paint fac- 
tories or where printers’ ink is made. 
Cutting board scrapings in shoe fac- 
tories must not be allowed to accumu- 
late and they should be burned each 
night. 

In conclusion Mr. Chittenden said 
that any organic substance or combina- 
tion of substances which has an affin- 
ity for oxygen and which is a poor con- 
ductor of heat, will when slightly moist 
ignite spontaneously, and the more 
tightly any oil soaked fibre is packed 
and compressed the better is it able 
to retain heat and the more rapidly 
will it ignite spontaneously. 





TWO MORE COMING? 
Reports from London are to the effect 
that the Consolidated and the City 
Equitable are contemplating entering 
this country. If the Consolidated enters 
it will write both fire and marine. 





GREAT AMERICAN IN CUBA 


The Great American has appointed 
Carillo & La Guardia general agents 
for the Island of Cuba. They will write 
all lines for the Great American, includ- 
ing marine. 


Tribute to Memory 
of Late Henry Rees 


PASTOR DESCRIBES QUALITIES 





“Never Have I Known Man More 
Generally Beloved,” Says 
Churchman 





Among the many tributes paid to the 
memory of Henry E. Rees, vice-presi- 
dent of the Aetna who died a few days 
ago, and whose work particularly rela- 
tive to Southern matters won many en- 
comiums in fire insurance, the apprecia- 
tion of Dr. Miel, rector of Trinity 
Parish Church, Hartford, which he at- 


tended, was one of the most effective 
and truthful. He said: 

“Never have I known a man more 
genuinely beloved or truly lovable than 
Henry E. Rees. He possessed all the 
fine qualities that make for deep and 
abiding friendship and his death will 
be feit as a profound personal sorrow 
by « host of friends, not only here 
but elsewhere through the country. 
People of every rank and walk in life 
recognized his sincerity and loyalty 
and the disinterestedness of his affec- 
tion. Men young and old admired him 
for what he was—a man of real nobil- 
ity of character and of rare modesty of 
nature—and counted his companion- 
ship a joy and privilege. The children 
knew him as their best friend. They 
saw in him one who understood them 
and were sure of the warmth and 
reality of his interest in them. He did 
not need to win their affection: they 
gave it to him spontaneously and 
gladly. During the twenty-two years 
that he had been at the head of Trinity 
Church Sunday School I suppose not 
less than 2,000 boys and girls have 
come under his direct care. Marvy of 
them are now young men and women 
filling positions of responsibility in 
business and social and church life, 
and every one of them will never cease 
to be grateful for the inspiration of his 
leadership and example. His nobiest 
memorial will be found in the character 
of those who were happy and fortunate 
enough to come under his influence. 

“No native son of Hartford could 
have loved the city more or served its 
highest interests with finer apprecia- 
tion of the duties of Christ:au citizen- 
ship. Because of his presence among 
us these twenty-two years we are im- 
measurably better fitted to fill a worthy 
place in the life of this community.” 





BOYCE ORGANIZES NEW COMPANY 


Harry A. Boyce, formerly with the 
Aero Automatic Fire Alarm Co., has 
organized H. A. Boyce & Co. for the 
purpose of installing fire prevention 
equipment. The new company will 
make a specialty of equipping build- 
ings with Aero Automatic Fire Alarms. 
Mr. Boyce says that practically all the 
cantonments, base hospitals, and other 
government buildings are equipped 
with this apparatus, and that its in- 
stallation will result in a substantial 
reduction in the rates. The company 
will not however, confine its work to 
this system, but will take contracts 
for any kind of fire prevention equip- 
ment. 





Cash Capital . 





Firemen’s Insurance Co., Newark, N. J. 


mene 1, 1919 


Net Surplus ........... 
SURPLUS TO POLICYHOLDERS. $3,496,144.00 


ie . $2,246,144.00 


. .$1,250,000.00 
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COMMERCIAL UNION ASSURANCE CO. 


Limited of London 





THE LARGEST GENERAL INSURANCE COMPANY IN THE WORLD 


United States Head Office 
55 John Street 


ee 


New York City 











EMU 





New Jersey Insurance Co. 


Capital: 
One Million Dollars 
Cc. P. STEWART, President 
GRESHAM ENNIS, Vice-Pres. 


WESTERN DEPT.: Insurance Exchange Bldg., Chicago, in, H. H. INGALLS, Mgr. 
PACIFIC COAST DEPT.: Mills Bldg., San Francisco, Cal., Ww. W.ALVERSON, Mgr. 





Head Office: 
40 Clinton St., NEWARK, N. J. 


: GUTHRIE, Secretary 
. BROKAW, Treasurer _ 
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BINDERS EFFECTED ON NEW JERSEY RISKS 


Irvin T. Bernhard 


68 William St., 19 Elm Ave., 
New York, N. Y. Hackensack, N. J. 
Scottish Union & Nat. Ins. Co. Eagle & Br. Dom. Ins. Co. 


Niagara, Detroit Und. Glens Falls Ins. Co. 
American Eagle Ins. Co. 


Ohio Farmers Ins, Co. 
Yorkshire Fire Ins. Co. 














Authorized Capital $500,000 


Brirnit National #ire 
Iusuranuce Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 


lines of permanence 





AGENCY CONNECTIONS SOLICITED 











Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 











Golden Hill Building, 59 John Street, New York 
INSURANCE CO., LTD. 
OF YORK, ENGLAND 


THE YORKSHIR ae 


FIRE, a, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
ND EXPLOSION INSURANCE 
Uv. = BRANCH, 80 Maiden Lane, New York. 
FRANK & DUBOIS, United States Managers. ERNEST B. BOYD, Underwriting 
Manager, FRANK B. MARTIN, Asst. Manager. 
New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York 
DEPARTMENT MANAGERS: 


ETROPOLITAN  cceceseecceceece Willard S. Brown & Co. ceseses New York, N. Y. 
DANIEL H. DUNHAM, President eC COAST ceccceccevcceseeeMcClure Kelly seccccccecsecceseces San Francisco, Cal, 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary CAROLINA VIRGINIA ponsenvees Hs arry . — sudeuisdscavonesees yo seney N. C. 
J SCASTERIN  ..cccccssecvecee argan UIMET .escsecceeoreces . an } 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary SO oeet TISSISSIPPI pinntiniasninisinians James B. ROCO occccccecccccccccose New Orleans, La. 
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How British Men 

View American Entry 

(Continued from page 1) 

are prepared to spend a great deal of 
money in advertising and in organiza- 
tion in the chief centres they will 
stand very little chance of securing a 
substantial premium income from the 
public direct. Even-’then it will doubt- 
less take several years to build up an 
extensive and remunerative British 
connection. British business is very 
solidly held by the British companies 
as it is reckoned to be the cream of 
the world’s. business. Furthermore, 
British insurers are very conservative 
and even if the American group can 
show equal security at lower rates it 
would not necessarily follow that they 
would secure the business. Their op- 
portunity therefore would seem to lie 
in re-insurance business for which 
there is still plenty of scope and for 
which there will probably be even a 
heavier demand in the near future 
when manufacturers settle down to a 
large output. The transaction of re- 
insurance business has a double ad- 
vantage. It can be conducted at a 
minimum of expense and, given proper 
financial security, only a short time 
need elapse before a large premium in- 
come is built up. For this purpose it 
will be an advantage to become a mem- 
ber of the Fire Offices’ Committee, as 
the Tariff group is known in Great 
Britain. 


Regulations Affecting Fire Companies 


Companies transacting direct fire 
business in Great Britain have to make 
and keep a deposit of approved secur- 
ities of the value of £20,000 with the 
British Board of Trade. On the other 
hand, a fire re-insurance company is 
exempt from this deposit, doubtless the 
authorities considering that the com- 
pany ceding the business will satisfy it- 
self as to the re-insurance company’s fi- 
nancial position, whilst moreover the 
policyholder looks to the insurance com- 
pany for its claim and not to the re- 
insurance office. However, it is, of 
course, desirable that the re-insurance 
company should start with ample funds 
and the sum of £50,000 would be 
enough for their purpose. At the out- 
set it would be more suitable to ac- 
cept re-insurances on facultative lines, 
that is to have the opporiunity of ac- 
cepting or refusing any business of: 
fered. Later on as the business grows, 
treaties could be arranged, according 
to the experience of the various com- 
panies, under which the re-insurance 
company would accept a fixed amount 
of all business offered. 


The Cost of Establishment 


A purely re-insurance company re- 
quires no elaborate offices or organiza: 
tion. Its business does not come from 
the public and therefore it needs to 
make no show. Its expenses would be 
limited to a staff of clerks and to the 
underwriter’s commission. This latter 
would probably cost the companies 
about 5 or 6 per cent. It might, how- 
ever, also be necessary to make an 
initial payment of a few hundred 
pounds for expenses incidental to 
starting. Re-insurance companies in 


Great Britain, therefore, are worked 
very cheaply apart from the commis- 


sion allowed to the ceding office which 
may range up to 25 or even 30 per 
cent., according to the class of busi- 
ness given off. 


The British Re-insurance Companies 


Although there have been such good 
opportunities for fire re-insurance com- 
panies during the war, at the present 
time there are only five purely British 
re-insurance companies in existence. 
This may point to a certain lack of en- 
terprise on the part of insurance men 
in Great Britain, but it will be remem. 
bered that for a considerable time past 
the Treasury regulations regarding 
fresh capital have been very strict, and 
it is well known that several applica- 
tions for permission to establish new 
re-insurance companies have been re- 
fused. 

A few particulars as to the actual 
standing of the British re-insurance 
companies will be of interest to read- 
ers of The Eastern Underwriter. Ow- 
ing to the form in which the accounts 
of these companies are issued, it is not 
possible to arrive at the experience in 
the fire department. The whole of the 
business transacted is lumped together 
in one total and includes substantial 
amounts received from the marine and 
accident departments. Again at the 
time of writing the two largest com- 
panies have not issued their annual re 
ports for 1918 so that the figures do 
not convey the true position as it is 
known that the premium incomes of 
these two have been substantially in- 
creased and that they are the largest 
in their history. 

One fact, however, should be borne 
in mind: during the pest few years 
wealthy British fire companies have 
been buying up the smaller offices and 
have utilized them as surplus line of. 
fices, thus retaining the profits in their 
own businesses. This habit will doubt. 
less grow, but even so there is still a 
big margin of cover required. 





“‘“STRONG AS THE STRONGEST” 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORE CITY 











REINSURANCE 
| BROKER 


W. B. Beattie 


1 King William Street 
LONDON, E.C. 4 
Fire and Marine Re- 
insurance operated 
with leading British 
Companies. 
Correspondence 
invited. 

















VICTORY ORGANIZING 





New Company Being Launched By In- 
terests in Fire Association, 
Philadelphia 





With the same officers as the Fire 
Association, Philadelphia, the Victory 
Insurance Company has been launched 
as a separate organization. The capital 
and surplus are each $500,000. The 
department managers and the field men 
are the same in both companies. The 
Victory will begin business in a short 
time. 

The Fire Association celebrated its 
100th anniversary in 1917 and stands 
as one of the finest examples of success 
in the fire insurance field. 





INCREASED COTTON OIL LOSSES 

There is a big increase in the losses 
suffered by cotton seed oil mills. Last 
season the various rating bureaus in 
the South increased the rates on this 
class, in some cases as much as 50 
per cent. There are various reasons 
ascribed for the abnormal losses, but 
it is generally thought that they are 
the result of careless housekeeping. 
The labor situation is thought to be 
partly to blame, inasmuch as it is hard 
to get experienced help in the mills. 
The only measure taken by the com- 
panies is to have the special agents 
make careful inspections, and advising 
the assured how to keep the premises 
in good shape. 





DINNER TO WINNING TEAM 

George Shevlin, of Schaefer & Shev- 
lin, and Charles F. Enderly, Insurance 
Company of North America, have of- 
fered a dinner to the team of the City 
Insurance Club which obtains. the 
largest number of subscriptions for the 
Victory Loan. The dinner will be 
given at the New York Athletic Club, 
Travers Island, before July 1. 


The Svea is going to take over the 
space formerly occupied by C. B. Beards- 
ley, on the second floor of 100 William 
street. This change will take place as 
soon as alterations are completed. 











General Insurance Agents 


Surplus Lines Accepted Up to 
$500,000 


Represent 
Eighteen Companies 


411-13 WALNUT ST. 
PHILA., PA. 








BRITISH AMERICA 
ASSURANCE CO. 


Incorporated 1833 
Toronto, Canada 


Fire, Explosion—Riots, Civil 
Commotions and Strikes 
Statement, January 1, 1919 


PEL cx cad icheteranabeanewnend $2,462,182.24 
DANO, cnccendidutssevaeunse 1,645,684.41 
Surplus in United States...... 816,497.83 
Total losses paid in Unitec 
States from 1874 to 118, 
eae $26,197 532.58 


W. B. MEIKLE, Pres. & Gen. Mgr. 

















LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


EK. F. FLINDELL 





INSURANCE 





1 LIBERTY STREET 


Telephone John 2612 


NEW YORK 


LOCAL OFFICES 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 


BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 2504 Main 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 














INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, 


United States Branch 


92 William Street, New York 


ENGLAND 
RICHARD D. HARVEY 


United States Manager 














aSTRENGTH 





HENRY J. HOUGE, J. H. VREELAND 
Assistant Secretaries 








INTEGRITY SERVICE 


A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, ete. 
Works in Harmony with American Agency Principles and Practices 














JAMES H. BREWSTER, Mer. 
Hartford, Conn. 
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MARINE DEPARTMENT 














American Marine Facilities Will Be 
Greatly Reduced in the Near Future 


Many articles have been written from 
time to time showing ‘tthe increased 
marine facilities that developed in the 
American market during the War period 
and there is every indication in the near 
future that this apparently large market 
will be materially reduced. 

Naturally, everyone interested in the 
American market will ask the reason 
therefor. 

The reason for the reduction is based 
upon sound facts and experience. There 
has been ample opportunity during the 
war period, for a very large American 
market. The demand for lines and 
facilities created a market. But the 
newcomers in the marine insurance 
field did not guide their actions on a 
conservative and sound basis. They 
simply were attracted by the large pre- 
mium income and prospective profit out 
of war writing and, therefore, every 
precaution known to trained marine 
underwriters in the acceptance of open 
policies and special marine risks was 
thrown to the four winds of the heavens. 

“Large Income Will Take Care of 

Losses” a Fallacy 

To put the matter bluntly, proper 
precaution was not used in the selection 
of underwriters or the selection of con- 





servative agents. They simply em- 
ployed the best talent obtainable. Some 
were employed on a salary basis, others 
on a commission basis and the result 
was to write as large a premium income 
as possible. 

While the war was on and the war 
premium income was larger than the 
marine writings, the errors and fallacy 
of the theories that were expounded by 
brokers that the large income would 
take care of losses, because the com- 
pany would receive an average line 
on every risk and were bound to come 
out ahead, was not noticed, but today 
the story has been told. 

The heavy losses which are coming in 
daily to the companies who have been 
writing freely during the war period 
and the material reduction of the war 
premium is being seriously felt. Al- 
though there have been numerous 
changes in the marine insurance market 
since the first of January, there are 
more coming and in another year the 
New York marine market will be thor- 
oughly re-organized with a much smaller 
line and on a more conservative basis. 

It seems almost incredible that capi- 
tal should enter a business with which 
they were unacquainted and entrust 
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THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 


AMERICAN MERCHANT MARINE 





MANAGERS 


Merchant Marine House 





WADE ROBINSON & CO., inc. 
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New York City 


South William and Beaver Streets 
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their writings to incompetent and inex- 
perienced underwriters. For it can be 
safely said that a very large percentage 
of the new market which was created 
for marine insurance during the war 
period emanated from companies who 
were engaged practically in the insur- 
ance of fire risks principally, prior to 
their entrance in the marine field. None 
of the officers in charge of these fire com- 
panies had any experience or knowl- 
edge of the marine insurance business 
and they in turn, entrusted their marine 
affairs in a great many cases to under- 
writers who had very little experience 
in this class of business and who could 
not be considered conservative. 


Underwriters Not Made Over-Night 

Everyone who is familiar with marine 
insurance business knows that marine 
insurance is at the best a hazardous 
business and requires years of trading 
and experience to underwrite success- 
fully and an experienced underwriter 
only gains his experience at the expense 
of some company and those who have 
gained this experience are few in num- 
ber and are all safely lodged in good 
berths and cannot very easily be dis- 
lodged, and those who know are not 
telling what they know of the business 
from house tops so that the uninitiated 
can avoid the pit-falls which await them 
in entering the marine insurance field. 

If the companies that have entered 
this business desire to remain in it be- 
fore they have competent and trained 
men they will find that it will cost 
them an enormous sum of money and 
after they have spent this money to get 
the experience, they will also find that 
the returns from the same are not at- 


tractive enough to make it remunera- 
tive for the outlay which they have 
incurred. 

Pre-War “Profits” 

It is a well known fact the pre-war 
profits for marine underwriters who 
knew their business and who were very 
conservative and who had a better type 
of vessels to deal with, and who re- 
ceived higher rates and underwrote 
their business subject to conditions 
which were more favorable to the 
marine underwriters than the condi- 
tions which are now prevailing in this 
market, that the margin of profit, after 
using their many years of experience 
to the best of advantage, was very 
small indeed. 

With these facts in mind, cne can 
readily see that there can be only one 
conclusion to this undertaking, and that 
is for the companies which have had 
this unprofitable experience to with- 
draw from the business or consolidate 
with proper executive ability. 





BUREAU COMMITTEE CHOSEN 


The Automobile Detective Bureau 
has elected the following bureau com- 
mittee for the coming year: W. M. 
Ballard, Douglas Cox, N. S. Bartow, 
Roderick O’Connor, C. S. Timberlake. 
The committee will select its own 
chairman. 


NORTHERN MANAGER COMING 

Marine Underwriter Roberts of the 
Northern of London will arrive in Amer- 
ica inside of the next few weeks. The 
Northern will do an ocean marine busi- 
ness in this country. 





Alfred and George Frankenthaller 
have moved from 35 Nassau Street to 
58 Maiden Lane. 
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R. A. Corroon Back 
From European Trip 


VISITED ENGLAND AND FRANCE 








Made Re-insurance Treaties and Called 
on Number of Prominent 
Underwriters 

R. A. Corroon, who went into marine 
insurance only a short time ago and 
has been remarkably successful, being 
the head of two marine insurance com- 
panies and of a number of affiliated 
concerns, has returned from Europe. 
While away he visited England and 
France. The report that Mr. Corroen 
had brought back two companies is 
erroneous, as the object of his trip was 
to make re-insurance treaties for his 
companies which he did and to call on 
a number of insurance men and stock- 
holders of his companies. He says 
that there is considerable improvement 
in the labor situation in England, and 
that business men are greatly pleased 
that the British budget has come out 
cutting the excess profits tax from 80 
to 40 per cent. Industry had been at a 
standstill owing to the high excess 
profits tax. He said he had heard re- 
marks that several British insurance 
companies were to enter the United 
States but preferred not to give the 
details. 

Mr. Corroon was asked if there was 
any talk abroad about the proposition 
of the American companies to enter 
Great Britain, and he replied that a 
number of underwriters had comment- 
‘ed on this movement, but it was their 
opinion that there would be no chance 
for the American companies writing di- 
rect business. There is probably a 
place for them in re-insurance, as they 
may get some contracts now held by 
neutral and Russian companies. 








HOME ANNUAL OUTING 

The eleventh annuai outing given by 
the officers of the Home Insurance Co. 
has been arranged to take place on 
Saturday, June 7, 1919, at College 
Point, N. Y. The usual sports will take 
place, with bowling and running 
events, also. On Saturday, May 24, 
women employees of the Home will 
be taken to luncheon and the theatre 
afterward. The officers of the Home 
do this every year, and in addition 
give each girl a box of candy. 


CHINESE MERGER 





More Details of Union-North China 
Amalgamation; Think it Will 
Go Through 





Further information is to hand with 
reference to the sale of the shares of 
the North China Insurance Company 
to the Union Insurance Society of Can- 
ton, says “Fair Play.” The provisional 
agreement is dated April 12, and has 
been confirmed by the directors and 
managers of each Company, but is sub- 
ject to the conversion of the capital of 
the Union Insurance Society of Can- 
ton into gold. The suggested basis of 
amalgamation is that out of the capital 
ot the Union Insurance Society of Can- 
ton which, when authorized, will be 
£2,000,000 in shares of £10 each (£4 paid 
up), the Society shall issue new shares 
in exchange for the Company’s shares 
in the ratio of 1144, new shares for each 
North China Insurance Company share, 
and, in addition, £5 in cash will be paid 
tor each old share. The offer is an ex- 
ceedingly good one for the North China 
insurance Company's shareholders, and 
there is no doubt that it will be ac- 
cepted in due course. 





OCEANIC BEGINS UNDERWRITING 





Temporary Quarters at 47-9 Beaver 
Street; Managers for Washington 
Marine Insurance Company 





The Oceanic Underwriting Agency, 
Inc., which has been appointed man- 
ager for the Washington Marine com- 
menced underwriting May 15. 

The Oceanic Underwriting Agency, 
Inc., has opened its temporary quarters 
at 47-49 Beaver street, pending comple- 
tion of the Washington Marine Building 
at 51 Beaver street. 





WILL WRITE AUTOMOBILE 

An automobile department has been 
opened by the Bankers & Shippers, of 
New York. C. A. Etheredge will have 
charge of it. He was for several years 
with Platt, Yungman & Co., Philadel- 
phia and was also in the casualty busi- 
ness. He has had an extensive experi- 
ence throughout the country. 


WILL EXAMINE EXCELSIOR 
The New York Department will start 
the preliminary examination of the Ex- 
celsior Fire, of Syracuse, this week. 
The company is being organized by 
Ray B. Smith, with $200,000, and $100,- 
000 surplus. 
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Minor Casualty Lines 
May Injure Company 
CLAIM JUDGMENT NECESSARY 





Large Premiums Sometimes Lost 
Through Zealousness of Burglary 
Department Adjusters 





A casualty manager who is com- 
mendably active in prosecuting every 
other line of his business keeps off the 
burglary end as he takes the view that 
as a rule that business does not make 
friends for his or any other casualty 
company. He lays much of the blame 
for this on the adjusters who, he be- 
lieves, almost invariably approach a 
claimant while so saturated with sus- 
picion that a spirit of animosity soon 
appears and continues to grow in in- 
tensity. To this manager it appears 
that the average adjuster cannot or 
will not discriminate between really 
high class people and those less con- 
scientious and upright. 

Disgusted By Questioning 

The result is that some of the best 
people on a company’s books are 
annoyed beyond endurance should they 
suffer a loss by burglary. The frequent 
calls and prying detective work are 
especially distasteful to such people 
and the telephone messages and ques- 
tionings sometimes drive them to des- 
peration. The case is cited of a very 
well known family of ample means and 
unquestioned integrity, that suffered a 
burglary, theft and larceny loss. They 
became so disgusted with the red tape 
of the claim department that the head 
of the family, a prominent judge, called 
up the head office and politely request- 
ed that the whole thing be called off. 
This was because of the nervous strain 
under which certain members of his 
household had been put by the inquis- 
itors. He simply preferred to forfeit 
the claim rather than put up with the 
annoyance. He had considerable other 
insurance in the company and the 
burglary department may have been 
needlessly injuring the entire com- 
pany’s reputation and prestige by try- 
ing so hard to make a record for itself 
individually. Everybody in the busi- 
ness realizes that the burglary line is 
a difficult one and that much care 
must be exercised, but there is such a 
thing as going too far in trying to force 
settlements or recover lost property. 

Different Proposition 

Another case along quite different 
lines is related by another branch of- 
fice man. Claim was made for the loss 
of a lavalier valued at $450. The owner 
had been ill and several relatives had 
been visiting her from time to time. 
Besides there was the servant and a 
nurse in the house. Attention centered 
upon the relatives rather than on the 
servants. When the facts of the case 
were placed before the manager and 
the general character of the house- 
hold became known to him he was con- 
vinced that he did not wish to pay such 
a claim for the loss of jewels presum- 
ably taken by a relative, although he 
was liable under the policy. So he ad- 
vised the claimant to sue the com- 
pany in order that he, the manager, 
might place the relatives who had been 
in the house upon the stand and in 
court bring out what he believed to be 
facts he could not otherwise refer to 
without subjecting himself to a charge 
of libel. In other words, if there were 
any collusion between the claimant 
and the relatives, the suit would at 
least compel them to wash some dirty 
linen in court. A few days later the 
broker for the assured took $150 in 
settlement of the claim and the inci- 
dent was closed. 





Employers’ Liability 
Under Maritime Law 
COMPENSATION CASE INVOLVED 


Workman Injured While Discharging 
a Lighter in Harbor of 
New York 





A case deciding when the remedy 
under the workmen’s compensation 
law supersedes that arising under 
maritime law, was given in the United 
States District Court, Southern District 
of New York, involving the steam 


lighter Howell. 

This was a libel in rem in the ad- 
miralty for personal injuries to the 
libelant while discharging a lighter in 
the harbor of New York as a long- 
shoreman,. The libelant, being on board 
the lighter and in the employ of the 
claimant, was hit by a falling bolt 
which had worked loose from a shackle 
used in discharging her. The libelant’s 
theory of recovery was that the ship 
was provided with insufficient appa- 
ratus, and was or became unseaworthy 
to that extent. At least it may be 
taken that the libel alleged facts which 
were susceptible of that interpreta- 
tion. 

The claimant had taken the neces- 
sary insurance to comply with section 
50 of the Workmen’s Compensation 
Law of New York, under section 11 of 
which its liability in that event was 
confined to the compensation fixed by 
that statute to the exclusion of any 
general liability arising from its duty 
as master to its servants. The ques- 
tion was whether the claimant was 
equally absolved from any liability 
arising under the maritime law. 

It was held that under the United 
States Judicial Code, as_ recently 
amended, which amendments are con- 
stitutional, the employer was equally 
absolved from any liability arising 
under the maritime law. 





BRAZIL ADOPTS COMPENSATION 





No Business Being Written and Scant 
Attention Being Given to 
Classification 





The compensation law of Brazil went 
into effect March 15, but as recently as 
April no insurance policies had been 
written. One feature of the law is that 


the percentage of compensation to be 
paid for permanent partial disability (5 
to 60 per cent. of three years’ salary) is 
to be fixed by taking into consideration 
the age and occupation of the individual 
and the nature of the invalidity; in 
fact all the elements that may influence 
loss of earning power. These percent- 
ages are to be fixed by an expert who 
will assist the judges unless the work- 
man and the employer have come to an 
agreement, subject to the approval of 
the judge. It is expected that many ob- 
jections may be raised against the law 
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as being deficient, in that settlement of 
claims between the employer and em- 
ployee leaves the door open for many 
abuses. 

Classification Ignored 

Another feature of the law is that the 
rates and policy forms must be sub- 
mitted to the minister of agriculture. 
It has not been possible to form a cen- 
tral organization for rate making pur- 
poses. So far the question of a proper 
classification of accidents, such as is 
used in the United States, is regarded 
as of secondary importance. The ad- 
ministration of the law may be changed 
by the executive power independent of 
the legislation. 

The situation in Brazil is unique be- 
cause employers’ liability insurance was 
unknown before this compensation law 
became effective. It is only since Janu- 
ary 1, 1916, that there was a common 
law. Before that date there was in 
force what was called “Ordenacoes do 
Reino,” which did not offer much pro- 
tection to the workman. It is realized 
that workmen will soon become advised 
of their rights under the new law and 
the cost of workmen’s compensation will 
steadily increase. Employers so far 
have failed to realize that this form of 
protection costs as much as is indicated 
by the rates asked. 
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Residence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence 
Theft Policy. Regular rate of brokerage commis- 
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Plate Glass Loss 
Remains Unchanged 


EFFECT OF RATE INCREASES 


Claims Consumed 47.84 Per Cent. of 
Premiums in 1918—1917, 47.82 
Per Cent. 


It is a matter of more than passing 
interest to plate glass underwriters that 
the loss ratio on this line was 47.82 per 


cent. in 1917 and 47.84 in 1918. Much 
has been heard regarding the frequent 
increases in rates to offset the ever 
increasing costs of replacement. Many 
there were who believed that rates were 
being unnecessarily boosted. 

The increase in premiums in 1918 was 
30 per cent., or approximately $1,500,000. 
The records show: 1917, $5,696,995; 
1918, $7,144,122. The losses were: 1917, 
$2,724,399; 1918, $3,417,705, resulting in 
the ratios quoted above. 

Losses Above Normal 

W. F. Moore, who calculates rates 
for 99 per cent. of the plate glass risks, 
has accomplished the difficult task of 
keeping the loss ratio where it was a 
year ago. During 1918, there was little 
new construction and the increased pre- 
mium shown is owing to the increased 
rates. This increase was not in effect 
during the entire year but the losses 
during the whole year were paid on the 


basis of market conditions as they 
existed, in which there was a marked 
increase, Therefore the loss ratio 


might have been expected to be much 
greater. 

This loss ratio is above normal but 
cannot be regarded as unsatisfactory 
in view of the conditions. The situation 
emphasizes the value of the present 
methods adopted for promptly adjusting 
rates to changing conditions. The thirty 
per cent. increase in premiums runs 
quite uniform in the various states. 
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John R. Edgerton Returns 

John R. Edgerton has returned to 
his duties with the Aetna Life as one 
of the general liability underwriters in 
the New York office at 100 William 
Street. Mr. Edgerton was formerly 
manager of the liability department of 
the New England Casualty in New 
York. He has been in military service 
with the 77th Division. 

a +. 


More Benefits Asked For 
Clamor for increased workmen’s 
compensation benefits continues in 
Pennsylvania. It is pointed out that 
none of the new bills brought forward 
take account of inequalities in the act. 
The only questions are, how much can 
the workman get and how much can 
the employer be made to pay? It is 
expected that the benefits in Pennsyl- 
vania will be advanced from 50 per 
cent. to 66 2/3 per cent. of the wages. 
+ * * 
Developing Quick Service 
One of the active casualty offices in 
New York has developed its service so 
that after an order for a policy is given 
at the counter the papers pass through 
five persons’ hands. These include the 
boy who delivers the policy to the 
broker. The process takes about thirty 
minutes during which all necessary 
duplicate copies of forms are made and 
delivered to the proper departments. 
* + of 
Deciding on Cancellations 
In deciding whether certain auto- 
mobile risks on which claims have 
been made shall be retained, appear- 
ances are quite deceiving. The claim 
department of one office thought it had 
a sure case for cancellation, there hav- 
ing been fifteen persons hurt as the 
result of a collision. The individual 
damages were small but the aggregate 
was between $1,500 and $2,000. The 
premium was $75 and the reserve 
large. On first thought it would ap- 
pear that this line should be refused 
for renewal. The facts are that this 
was the only accident this driver had 
experienced in some eighteen months 
and the jitney bus with which he col- 
lided was really at fault, being on the 
wrong side of the street. In spite of 
the apparently bad showing the man- 
ager decided to retain the risk. In 
another case an assured took his 
brother-in-law for a ride and in an acci- 
dent the guest was thrown out and his 
arm broken. The guest was inclined 
to make little of the affair as far as the 
insurance might be concerned but the 
assured thought it a good chance to 
clean up on the insurance company. He 
even advised his brother-in-law to sue 
him in order that he might show tinan- 
cial loss. That risk was promptly 
dropped although no suit was actually 
brought and the company did not suf- 
fer any material loss. 
. e . 
Surety Liable for Interest 
A firm of agents engaged in the sale 
of steamship tickets and transmitting 
monies to parties in foreign countries, 
absconded and was adjudged bank- 
rupt. A bonding company was surety 
on the agents’ statutory bond in the 
penalty of $15,000 but the amounts lost 
by persons who had entrusted their 
money to the agents largely exceeded 
that sum. The creditors brought an 
action in equity against the surety to 
have its liability apportioned among 
them and the judgment was had in 
their favor. The question arose as to 
when the defendant company should be 
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deemed in default on the bond for the 
purpose of charging it with interest. 
The New York Court of Appeals held 
in the case of Tuzzo et al vs. American 
Bonding Company that the surety was 
liable for interest from the day of the 
commencement of the action to the day 
of the entry of judgment. 
* * * 


Medical Society Takes Action 

The House of Delegates of the Med- 
ical Society of the State of New York 
adopted the following resolution at its 
meeting May 6: “Resolved, That the 
delegates from this Society to the 
House of Delegates of the American 
Medical Association be and are hereby 
instructed to introduce a_ resolution 
against compulsory health insurance in 
the House of Delegates of the Amer- 
ican Medical Association and to sup- 
port it in every way possible.” 

+ ” » 


Bertram Hegeman Returns 

Bertram Hegeman, who has been dis- 
charged from the Navy, is representing 
Davis, Dorland & Co. He is exper- 
enced in liability lines and was with 
the Travelers. Later he went to the 
Hartford Accident & Indemnity as as- 
sistant liability underwriter at the 
home office. He was also with the 
Zurich in New York. 

hd & + 
Efficacy of Locks 

A casualty man who is not enthusias- 
tic about the burglary insurance line 
makes the point that all the agitation 
for locks and bolts and other so believed 
safety devices are of really little use as 
a protection to the company that may 
be on the risk. Besides, he thinks it 
complicates claim adjustments. He 
argues that an apartment dweller may 
install all these things upon demand of 
the insurance company but there are 
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few persons who will take the trouble 
to lock all the locks and fasten all the 
catches on doors, windows, lifts, etc., 
before going out. This man thinks the 
situation is similar to that which exists 
in the automobile business. Drivers 
will insist on taking a chance by leav- 
ing their cars unlocked even though 
they have gone to the expense of pro- 
curing a lock. 
++ * a 
Health Policies Withdrawn 

With reference to the Preferred Ac- 
cident having changed its health in- 
surance rates, Secretary Potter says 
that while the company has not actual 
ly issued a new schedule of rates, it has 
in effect increased its premium rate on 
this class through the elimination of 
certain forms of contract heretofore 
issued. 

* * + 
Glass Up Again 

There has been another advance in 
the price of glass, this time 10 per 
cent. 





ANOTHER FIELD ENLARGED 


Another field for compensation insur- 
ance is opened through the governor 
of New York signing the bill making it 
possible for towns, cities and counties 
to insure their employees and obtain 
the premium by taxation. This class 
of business is generally regarded as 
desirable. 





DISABILITY RATE ADVANCED 

An increase of about 10 per cent. has 
been made by the Great Eastern Casual- 
ty in its “Income Shield,” ‘Ideal Disa- 
bility” and “Complete Benefit” policies. 
The increase is to meet the new Fed- 
eral tax of 20 per cent. of the first 
month’s premium. 
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MUST COLLECT IN ADVANCE 

The Peerless Casualty, Keene, N. H., 
has notified its agents that on and after 
May 20, in addition ito the policy fee, 
they must collect one monthly premium 
at the time the application for insurance 
is written, or when the policy is deliv- 
ered—and remit said first premium to 
the Company less their regular com- 
missions—all agents to be allowed the 
same commission on this first monthly 
premium as on subsequent monthly pre- 
miums. The first month’s premium 
will carry the insurance until the 
first day of the month, following the 
date of the policy, except on policies 
issued between the 20th and the last 
day of the month, on which policies the 
first premiums will carry the insurance 
until the first day of the second month 
following. Briefly stated, the only 
change made is to require agents to 
collect one monthly premium in advance 
and remit it to the Company, less com- 
mission, to cover the first period of 
insurance, formerly known as the policy 
fee period. 





GLOBE ADVANCES RATES 

The Globe Indemnity is about to in- 
crease the health rate on its “Extra 
Special” policy from $7 to $8 for each 
$5 weekly benefit, effective as to new 
business June 1. Renewals will not be 
affected. The ‘Minimum Cost” policy 
has been advanced from $24 to $30, ef- 
fective on new business June 1 and re- 
newals July 1. 


EMPLOYERS HEALTH RATES UP 
Health rate changes by the Employ- 
ers Liability cover the following poli- 
cies: “Unmatched Disability,” 10 per 
cent., effective April 15 on new busi- 
ness; “Emco Disability” and “Stand- 
ard Disability,” $1 for each $5 weekly 
benefit, effective May 1 on new busi- 
ness and July 1 on all three policies 
for renewals. There will be no advance 
on the “Maximum Life Disability” 
form. 





POLICY FORM LIBERALIZED 

The Great Eastern Casualty is pre- 
paring a new “Complete Benefit” policy 
that is practically the same as the one 
now selling, with this exception: The 
10 per cent. increase for a period of 
hospital confinement has been increased 
to 100 per cent. in addition to the other 
benefits, i. e., double benefits for hos- 
pital confinement. This policy will be 
ready June Ist. 





T. M. DONALDSON RESIGNS 
Thomas M. Donaldson, who has been 
handling the sprinkler leakage and 
water damage for the Maryland Cas- 
ualty has severed his connection with 
that company. Mr. Donaldson is now 
in Philadelphia. 
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CASUALTY AND SURETY POINTERS 









Speaking of annual prem- 


Annual iums in the health and ac- 
Premiums cident business George W. 
Profitable Kreer, of the Massachu- 

setts Bonding & Insur- 


ance, gives some good advice to men in 
the field. Here are some of his ideas 
on this subject: 


“A good class of prospects for annual 
premiums are those who are constant- 
ly in arrears. A month or two ago such 
a man came into my office about the 
25th of the month to pay his premium 
for that month as was his usual cus- 
tom. I said to him, ‘Why pay the 
company $12 a month for your insur- 
ance when we are willing to sell it for 
$2?” This aroused his interest and I 
followed up by explaining to him that 
it is a matter of law in most states and 
approved by insurance departments in 
all states that the man who does not 
pay his premiums on time has no health 
insurance until the expiration of ten 
days after his premium is paid. This 
provision was cutting that man out of 
his health insurance every month and 
‘even then he was receiving only five or 


six days’ accident insurance for his 
premiums. He now pays me semi-an- 
nually. 


“The beauty of writing your business 
annually or semi-annually is the de 
crease in the percentage of lapses 
among such policies. Most of them are 
less difficult to renew annually than 
many which are collected by the 
month. A volume of business on the 
annual or semi-annual plan means a 
decreased expense for the company 
and larger profits for the agents. Col- 
lections are a matter of a few hours 
—rather than several days around the 
first of the month—leaving all the rest 
of the time available for writing new 
business. 


“I am convinced the fact that the 
policyholder sees the agent each month 
is responsible for the presentation of 
many trivial claims. I do not refer to 
claims which have real merit due to con- 
siderable periods of disability exper- 
ienced by policyholders, but to claims 
of one day or less duration for injuries 
which would never receive a second 
thought were the policyholder not re 
minded of them by seeing the agent 
each month. 

“By constantly keeping annual prem- 
iums in mind, soliciting a reasonable 
proportion of prospects who are able to 
pay in that way I have succeeded in 
collecting 58 per cent. of my business 
on the annual basis. Every agent has 
an added incentive to write as much 
business as possible annually or semi- 
annually, in that there is more money 
in it for him—as well as for his policy- 
holder when a claim is presented. 

“Try to sell the majority of your 
business annually; the results will 
Prove so gratifying that you will renew 
the attack each day with greater vigor, 
and when the whole agency force is 
considered so much time will be con- 
served that the company as well as 
every agent will profit by the larger 
volume of new business that will be 
written.” 





* * ® 
Some of the unneces- 
Making sary trouble’ exper- 


Bond Reporting ienced in home offices 
Simple by lax methods of re- 
porting fidelity bonds 
are set forth by the Fidelity & Deposit, 
which makes these observations: 
“During the past year, we have no- 
ticed a growing tendency on the part 
of many of our agents, when reporting 
the execution of fidelity bonds, to omit 
the form of bond and serial number 
used in the issuance of same. This is 
an important item and should not be 
overlooked, as it necessitates an extra 
letter from the home office requesting 
this information, which in most cases is 





Furthermore, when 


never received. 
preparing the expiration notice, toward 
the end of the premium year, we are 
unable to decide whether an annual or 


continuous notice is to be written, 
which means that quite frequently a 
continuation certificate is written on a 
continuous bond, or vice versa, and as 
a consequence, a large amount of un- 
necessary correspondence, before the 
matter is satisfactorily adjusted. De- 
lays, excuses and poor service, are the 
inevitable results of this omission. 
It is equally, if not more important, to 
have this information in the event of a 
claim being made against our com- 
pany. 


“A few of our forms of bonds are ar- 
ranged or prepared so that an exact 
copy of the bond as executed can be 
forwarded to the home office, when re- 
porting same, but unfortunately some 
are not, and these are the forms to 
which we particularly call attention. 
However, it is our intention, in the fu- 
ture, when revising these forms, to ar- 
range them in a manner similar to our 
newer forms.” 


* * * 


The successful field man is, 


No Use as a rule, too thoroughly 
in busy and too engrossed in 
Waiting his undertakings to give 


much time or thought to the 
idea of whether business is relatively 
good or bad. He doesn’t care. His prin- 
cipal concern is in how best to get to 
see and talk with the greatest number of 
people who may need insurance protec- 
tion and how to most efficiently em- 
ploy his time in that undertaking. 
Whether it comes easy or not is a 
secondary consideration because he 
has learned from experience not to ex- 
pect business to be secured without 
obstacles. Selling insurance requires 
a higher order of ability than over-the- 
counter salesmanship. And by virtue 
of that fact the financial returns are 
considerably more attractive. 


Speaking on these lines, the Stand- 
ard Accident points out that the re- 
sults during the first quarter of 1919 
are a convincing demonstration that 
its expectations for a year of remark- 
able business growth were none too 
high. But among the hundreds of 
agents who are writing more business 
and earning larger commissions with 
each passing month there are still 
some who are holding back, who 
haven’t swung into the stride. They 
are still waiting for things to get good. 
They still have themselves convinced 
that it isn’t any use—yet. The Com- 
pany’s production records are proof 
conclusive that a great number of men 
are “getting theirs,” and it’s getting 
better every day. “Unless you are one 
of that number you are passing up a 
good thing,” says the Company. 


* * * 
Alva E. Stern, 90 William 
Bringing Street, New York, who has 
the Facts made a conspicuous. suc- 
Home cess selling income protec- 


tion, suggests to his pros- 
pects that they test for themselves the 
importance of income protection. He 
offers the following illustration as a 
trial test: 


“Go to the hospital located nearest 
to your business. Enter any private 
room and ask the patient there if he 
would be interested in receiving an in- 
come of $5,200 a year as long as he is 
confined in that hospital, and in addi- 
tion, that his hospital expenses be paid 
up to $100 a week for 36 weeks. If he 


were operated upon a substantial fee 
for that would be paid in addition. Tell 
him that this $5,200 a year would be 
paid when he leaves the hospital and 
as long as he might be unable to at- 
tend to his usual business or profes- 
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sion, even if that condition should ex- 
ist for years, or for the remainder of 


his life. I will stand or fall on his 
answer. Income protection does all of 
that and more. Its benefits are so om an 
many and so flexible that it is an utter 


impossibility to explain in this manner 
the vital importance that income pro- 
tection bears to your individual case. 
“If I could go into hospitals and 
talk to men there I could do a land of- 
fice business. I must make my appeal 
to you when you think the last thing 
possible will be the possibility of your 
being confined to a hospital, or not 
being able to attend to your business 
or profession. You can’t buy fire in- 
surance when your home or business 
establishment is burning. You buy fire 
insurance before the fire. You can’t 
buy income protection when you are 
ill. So you must do business with me 
when you don’t need income protection 
so that you shall have its benefits when 
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you do need it.” 
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events of the past few years have brought 


LIFE INSURANCE 


to the front more prominently than ever before in history — 
and here is one 


COMPANY 


that has grasped the opportunity to build 


OF THE 


field force an organization of men that will be a credit to the 


UNITED STATES 
OF AMERICA 





very man has the benefit of an especially prepared course of life insurance 
information—with particular reference to this Company’s business. These are 
“Guide Posts” to success. 


Kvery man our agent sees can buy Life Insurance, Accident and Sickness 
Insurance, Old Age Income, Permanent Total Disability Insurance—all in one 
contract—at one »remium which is fixed—GUARANTEED—and within his 


SPOINT NT POLIcy 
“Complete Pecos ge -at Lowest Cost” 


Kvery company seeks good men—this Company “takes care” of them—its 
contract assures a liberal income while building a general agency. We have 
what you need—Company—Goods—Territory—Tools to work with— 


Write fully to 
ROBERT D. LAY, Secretary 


What have you? 


ALBERT M. JOHNSON, President 


29 South La Salle Street, 
CHICAGO, ILL. 


ONE HUNDRED MILLIONS IN FORCE 
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